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“It Gives Us 
Great Pleasure—’’ 


“Is is just beginning to dawn 
on me why the Peoria Life has 
made such wonderful strides in 
the insurance world. Your suc- 
cess cannot be denied when you 
render such service as you have 
in this case. You have gone 
away beyond the terms of your 
contract and I want you to know 
that I will tell others of this 
splendid service at every oppor- 
tunity.” 


“The courtesy shown me by 
your office here sure made things 
brighter before us. I hope my 
experience which I shall put be- 
fore my friends will get a little 
more business for the Peoria 
Life.” 


“This promptness and service 
means more to me just now than 
you will ever know, and I wish 
to express my gratitude to you. 
It will be a privilege to recom- 
mend your good company.” 

The extracts opposite are from 
letters received at the Home 














Peoria Life 
Insurance Company 


Peoria, Illinois 


Office of the Peoria Life during 
the past few weeks, and are typ- 
ical of many we are constantly 
getting from pleased policyhold- 
ers and beneficiaries. 

It gives us pleasure, of course 
to receive these words of appre- 
ciation, just as our friends assure 
us they take pleasure in sending 
them. Most of all, the Agency 
Force of the Peoria Life has rea- 
son to be gratified by such favor- 
able opinions of Peoria Life 
Service. 


It is generally held that the 
recommendation of policyholders 
is the greatest advantage a life 
insurance agent can have, except- 
ing only his own energy and abil- 
ity. You will note that each 
letter quoted volunteers to influ- 
ence others to become Peoria 
Life policyholders. 

Peoria Life policyholders are 
Satisfied Policyholders, not be- 
cause of what we claim to be or 
to do, but because of specific, out- 
standing acts of service. This 
good will shows its effect in the 
production records of Peoria Life 
agents. 
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HATHAWAY DEFENDS 
THE RECORD STUNT 


St. Louis Manager of Mutual Life | 


Declares They All Have 
Much Value 


POINTS OUT ADVANTAGES 





H. J. Drummond of East St. Louis, 73 
Years of Age, One of His Agents, 


Gets 151 
here is much controversy over the 
big daily and monthly application 
records. A sharp attack on these feats 
was started by Frank L. Emery of 


Portland, Ore., who declared they were 
ridiculous and reflected on the business 
because proper attention could not be 
given to the cases. 

J. F. Hathaway of St. Louis, manager 
of the Mutual Life, crosses swords with 
Mr. Emery by telling the following in- 
teresting story: 

“Mr. Emery claims that these records 
are impossible and do no good but 
rather do harm to the business. 

“I wish to take issue with him in this 
matter. One of my men, Henry J. 
Drummond, of East St. Louis, Ill, a 
man nearly 73 years old has just put on 
a drive to try and break the world’s 
record for applications written in one 
day. He broke this record having 
written 151 applications in one day and 
to make this still stronger practically 
every one of these applications was ex- 
amined on the same day as we had a 
number of doctors on the ground fol- 
lowing up each one of these cases and 
examining them immediately when they 
were written. 

Much Preliminary Work 


“This gentleman writing from Port- 
land, Ore., says that a campaign is put 
on in advance in these kind of cases. 
Well what of it? I have never seen it 
claimed by anyone that all of his ap- 
plications in a drive of this kind were 
actually solicited and written on the 
same day. Of course there is a lot of 
preliminary work done in order to put 
over a record of this kind but assuming 
that an entire month is used in prepara- 
tion for this day and a man 73 years of. 
wwe can then write 151 applications for 
over $250,000 worth of business it has 
been a well worth while effort, hasn’t it? 


Interest in the Effort 


_“In this case Mr. Drummond has 
lived in East St. Louis practically all 
his life, is well thought of there and the 
people were interested in seeing him 
break the world’s record for life insur- 
ance applications written in one day and 
got out loyally and helped him. This 
gentleman from Portland says his men 
laugh when they read of such records. 
I have no doubt this is a fact. I know 
of quite a number of men in the life in- 
surance business who would laugh at 
anything of the kind but they would be 
the last men on earth to attempt a job 
of that kind. They are the kind of men 
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|CONDITION IS HEALTHY | HITS WORLD'S RECORDS | LIFE AGENTS’ JOB IS 


REPORT ON STANDARD LIFE 





Pittsburgh Company Found in Good | 
Shape—Stock Has Been Trusteed 
to Guarantee Control 


Pittsburgh has 
just received from the Pennsylvania 
commissioner a copy of the report of 
the department's recent examination, as 
of Dec. 31, 1925. This report discloses 
the fact that the company in a very 
healthy condition and that the depart- 
ment found nothing in connection with 
its methods of doing business or with 
its investments which called for any 
word of adverse criticism. 

1925 was the Standard Life's best year 
to date, 
establish a new record. 
as much business was paid for in 
uary and February in the first 
months of any preceding year. 
agency organization promises to 
tain this good record throughout 
entire year. 


The Standard Life of 


is 


More than twice 
[ Jan- 
two 
The 
Main- 
the 


as 


New General Agents Named 


Among the general agents of the 
Standard recently appointed are Baxter 
Reynolds, Philadelphia, Walter C. Gum- 
mere, Columbus, O., N. L. Sherman, 
Detroit, and L. J. Driggs, Johnstown, 
Pa. 

At the annual meeting just held the 
following officers were reelected: John 
C. Hill, president; J. D. Van Scoten, 
vice-president and director of agencies; 


Elgin A. Hill, secretary and treasurer; 
A. T. Lehman, actuary; Dr. Walter F. 
Donaldson, medical director. 

Stock Has Been Trusteed 


To fully protect the company from the 
efforts of those who are seeking the 
commercializing of the life insurance 
business among young companies, the 
directors of the Standard Life have 
formed a trusteeship, within their own 
number, by stock, to guarantee control 
with the present management for an ex- 
tended period of years. The Standard 
Life has by this means made itself im- 
mune from successful attacks on its 
control. The undivided attention of the 
management can be devoted to the de- 
velopment of the company’s business. 


who aiter indulging in the hard work of 
laughing at another man putting over a 
job of this kind would go in and hit the 
boss for an advance. 


Life Insurance Work a Job 


“A lot of the men who are in the life 
insurance business have been trying to 
persuade the life insurance fraternity 
tor years that ours is a profession and 
not a business. 
selves that we are professional men and 


| nut business men perhaps we will all be 


| 


| one at that. 


content to do as quite a number en- 
deavor to do in this business and that is 
sit down and wait for the business to 
come to us. Personally I believe that 
the business we are engaged in is a job, 


and the present one promises to | 


| ion 
| given 


if we can persuade our- | 


| ROSSITER CRACKS PRACTICE 
| C. R. Hickok of Lakin, Kan., Also De- 
clares These Sensational Stunts 
Are Detrimental to Insurance 


E. B. Rossiter of Billings, Mont., dis- 
| trict manager of the Pacific Mutual 
Life, who secretary-treasurer of the 
Billings Life Underwriters’ Association, 
is another man to come out and criti- 


1s 


cize the so-called “world’s records” in 
daily and monthly solicitation. Frank 
L. Emery, agency manager of the 


Bankers Life of Iowa at Portland, Ore., 
was the first underwriter to publicly 
| condemn these stunts on the ground 
| that service could not be rendered the 
| applicants. Mr. Rossiter addressed Mr 





kmery after reading his letter in Tue 
NATIONAL UNDERWRITER and says in it: 

“I have read your comment on 
so-called ‘world’s records’ in THe Na- 
TIONAL UNDERWRITER and want to com- 
pliment you on the firm stand you have 
taken on the reprehensible practice. 

“If more of us will take the 
stand, we'll be performing a real 
| ice to the great business of life under 
writing and will add much to ‘frowning 
down’ the practice of purveying life in- 
surance policies without reference to the 
real needs of the buyers. It strikes me 
that the time has come for the National 
Association of Life Underwriters and 
| the American Life Convention to put 
themselves on record as being opposed 
in principle to such practices.” 


same 
seryv- 





Hickok'’s Observations 


| G Hickok of 
Life at Lakin, Kan., 
takes out the big 


the Great American 
is another man that 
stick and gives the 
sensational daily and monthly applica 
tion stunts a hard bang. He 
Frank L. Emery, agency manager of the 
Bankers Life at Portland, Ore., for con- 
demning these events. 
Emery’s comment hits 
head. Furthermore,* Mr. 
‘These ridiculous accounts, 
from time to time, do not affect 
experienced man in any way, save per 
haps to evoke a grin. But they do tend 
to discourage the young agent. He real- 
izes how hard he much work to present 
his case, 
action. 
| in the 
The 


R. 


the nail on the 
Hickok says: 


appearing 


Somebody else can ‘knock ‘em 
creek,’ a hundred a day or more 
young agent gets to feeling that ‘I 
must be a failure, to greatly in- 
ferior to this man.’” 

Chester O. Fischer, general agent 
the Massachusetts Mutual at Peoria, 
says: 

“Just a line to heartily 
recently expressed by Mr. Frank 
L. Emery of Portland, Ore., as recently 
publicity in your splendid pub- 
lication. It seems to us here that these 
so-called one-day or one-month drives 
for applications reflect no credit on this 


he 


sO 


of 


endorse opim- 


| great business of life underwriting and 
contribute nothing whatsoever in our 
endeavor to make of it a worth-while 


just plain J-O-B—job and a darn hard | 


If we all get that idea into 
our heads and work at our jobs we will 
attain better results for ourselves and 


profession.” 





the companies we are working for and 
do more for humanity at large. 
“While I am manager for one of the 
(CONTINUED ON PAGE 28) 


and finally complete the trans- | 


Is 


| the 
the | 


commends | 


He says that Mr. | 


the | 


HELD DANGEROUS ONE 


Thieves of Time Are Constantly 
Laying in Wait Here 
and There 


HOLCOMBE MADE TALK 


Declares that Salesmen Must Build Up 
a Constructive Plan in Soliciting 
Their Prospects 


Mar 


Insurance 
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agent 
world 
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the Li Insur 


Underwriters 
cif John 
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JOHN MARSHALL 


HOLCOMBE, JR. 


| Manager Life Insurance Sales Hesearch 








| . 


Bureau 
ance Sales Research Bureau of Hartford 
Connecticut 

‘The dangerous feature of the life iu 
surance business,” said Mr. Holcombe, 
‘is the constant of the agent's 
competitors, not fellow agents in 
other companies, but his real competi 
tors,—the thieves of his time Che life 
insurance agent's job is dangerous be- 
cause he has no time clock, no super 
visor He glories in his independence, 
he boasts of it to his friends, yet in this 
lies his greatest peril.” 


presence 
his 


With 


Constructive Pian 


warning, Mr. Hol 
constructive plan for 
successful life insur 
ance agent, based upon the study and 
the observation of the Life Insurance 
Sales Research Bureau. Mr. Holcombe 
stated that he had no formula for suc 
cess, but could only point out and stress 
the evidence of success and of failure, 

(CONTINUED ON PAGE 26) 
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DISCUSS TRUST PLAN 
BANKERS TELL ADVANTAGES 


Was Central Theme at March Session 
of Lincoln Life Underwriters, 
si With Bankers Present 


LINCOLN, March 11.—The reasons 
for and advantages of the life insurance 
trust formed the theme of the March 
program for the Lincoln Life Under- 
writers. A. R. Edmiston, president, in 
introducing Sam C. Waugh, secretary 
of the First Trust Company, as the prin- 
cipal speaker, said that there was noth- 
ing sentimental about such agreements, 
but that they rested on pure business 
expediency. They are supplemental of 
the efforts of the life insurance com- 
panies to carry out the spirit of the con- 
tracts they make with policyholders 
because they conserve the estate that 
life insurance has created for a man, and 
il yl Jae is not conserved it has 
failed of its purpose. 


Presented Estate Figures 


Mr. Edmiston presented figures of 21 
Omaha estates ranging in amounts from 
$146,000 to $2,700,000, on which the 
shrinkage, caused by debts, taxes and 
administration expenses, ran from 8 to 
% percent on two of them to as high 
as 45 percent on one. 

Mr. Waugh said he was not present 
to argue for the trusteeing of all lite 
insurance estates, but to present the ad- 
vantages of this form of cpnservation 
under certain circumstances. Where dis- 
cretionary powers are given the trust 
company it can more nearly do with the 
proceeds of policies what the policy- 
holder would do if living, which is im- 
possible where a rigid contract exists 
with an insurance company. He said 
trust company officers believe in life in- 
surance, they tell their patrons to buy 
more. Trusteeing insurance helps the 
underwriter sell more of it because as 
the trust company deals only in terms 
of income it is easier to prove to a 
buyer that he is not purchasing enough 
to carry out his intent. Twenty thou- 
sand dollars insurance sounds big to the 
average man, but in terms of income at 
5 percent it is less than $100 a month, 
and that shows up in its smallness, :f 
his family is now getting sever ral times 
that income. 


Sell Beneficiary First 


Mr. Waugh urged the agents to first 


sell the beneficiary. Many women re- 
sent putting in trust money they are 
told is for their benefit, because they 


think they can handle considerable sums 
just as well as any man. At that they 
are right, but it isn’t much of an argu- 
ment, because as large a percentage of 
men, bankers find, are incompetent to 
handle large sums. He argued against 
co-trustees because of inconvenience, 
and thought most women could be sat- 
isfied if the trust agreement provided 
they should be consulted about the in- 
vestment of trust moneys. A trust com- 
pany can secure a personal relationship 
with beneficiaries that is impossible for 
insurance companies. p 
Mr. Edmiston gave the history ot 
several Lincoln estates of considerable 
size to show how great is the shrinkage, 
and where life insurance supplying im- 
mediate cash would have been the best 
ieeinin’. He said that the educational 
policies being written are not serving 
their purpose fully. A father must guess 
when his children will get into high 
school and college and whether they will 
stay there, but the insurance company 
is bound to keep on paying at fixed 
times regardless of whether the pay- 
ments are carrying out the purpose of 
the father. A boy may quit when half 
way through the university, and money 
set aside by his father for paying his 
way through used as pocket money for 
purposes directly opposed. He favored 
trust company agreements because of 


their greater flexibility and thus more 


HAS EXCELLENT RECORD 


PRODUCTION IS CONSISTENT 


John Joseph of Green Bay Has Secured 
a Policy a Week Consecutively 
for 200 Weeks 


MADISON, WIS., March 10.—Today 
is being celebrated as “John Joseph 
Day” by the agency force of the Na- 
tional Guardian Life of this city. The 
immediate cause for the celebration, 
which has taken the form of a shower 
of applications written in honor of John 
Joseph, is the fact that this representa- 
tive at Green Bay, Wis., today com- 
pleted his 200th consecutive week of 
production. To do this, he has produced 
at least one bona fide application per 
week every week since the company first 





JOHN JOSEPH 


Started keeping a permanent record of 
weekly producers April 1, 1922. 

Mr. Joseph is not known particularly 
is a large producer, for his production 
never runs over $250,000. He is noted, 
however, for getting all of his applicants 
examined at once, for collecting almost 
immediately on his business, and for 
writing some business every week. 

Started in 1914 


Mr. Joseph has been with the same 
company since 1914 when he joined the 
agency force as a part-time representa- 
tive. Since that time he has been one 
of the steadiest producers the company 
has had. He has adarge volume of busi- 
ness actively in force. He has had an 
unusually low lapse ratio during the pe- 
riod of his active participation in the 
life insurance business. 

Mr. Joseph is now 46 years old, 
actly half of which years have 
spent at Green Bay. 


ex- 
been 





nearly conforming to the intent back of 
all the arrangements made for depend- 
ents. He thought it a good plan for 
agents because they could take a pros- 
pect to the trust company, and in a 
three-cornered conference stood a better 
chance to sell. 

3rief remarks were also made by C. 
C. Carlson and W. R. Mellor of the 
Lincoln Trust company, C. E. Reynolds 
of the Federal Trust and W. A. Selleck 
of the Lincoln State National. The E. A. 
Woods slides shown before the Ameri- 
can Bankers association were thrown on 
the screen and the significance of the 
figures explained. 


Great West $100,000 Club 


Members of the $100,000 Club of the 
Great West Life of Winnipeg will make 
a trip throughout Western Canada and 
British Columbia about March 15. 








LIFE INSURANCE OFFER 
FEDERAL LIFE PROPOSITION 
Will Write $1,000 Policies by Mail in 


Connection With the “Tribune” 
Accident Contracts 





The Federal Life of Chicago has 
started an interesting experiment in 
Chicago in connection with the travel 
accident policy issued in connection with 
the Chicago “Tribune.” This policy was 
started a year ago, the premium being 
$1 for a principal sum of $7,500. The 
“Tribune” is now sending out expiration 
notices to those who took the accident 
policy last year, there being some 600,- 
000. 


Proposition from the Federal 


The Federal Life returns the receipt 
for the premium together with a letter 
calling attention to the fact that there 
is available from the Federal Life a life 
insurance policy of $1,000 which will be 
issued to those between ages 16 and 50 
inclusive without medical examination 
at term rates. At any time during the 
first five years it can be exchanged for 
any other kind of policy without medical 
examination. 


Rates Are Given 
The rates are as follows: 


(To determine rate take age at nearest 


birthday) 

Age Prem. Age Prem. 
eee $ 8.42 ae Gaveueaus $ 9.98 
OT rhe we slea 8.46 eas 10.16 
oe wes xn 8.51 a. 0 Aisin ek 10.35 
re 8.56 in dtacn ae aie 10.56 
ie es he 8.62 a envandudl 10.81 
ee pere 8.68 POE 11.07 
et “dieses 8.73 oe) thaw ene am 11.36 
ee a ain eta wn 3.79 Pee 11.70 
SSSR are 8.57 PS ae Se 12.07 
eee 3.94 Ol. ‘anwaeteé ome 12.50 
SES 9.03 Oe <atseeves 12.99 
an. daseeunad 9.11 eee eeens 13.55 
te tec ree ere 9.21 at: astipeaiewe 14.19 
a” «éxsadte 6a 9.31 _ eee 14.91 
tee Ge a 9.42 . Wlsdralaranas 15.72 
SP cheats 9.54 En seme deena 16.64 
ee ee 9.68 Oe . weeewawnd 17.65 
an rh Ke arene 9.82 


Accident Benefits 


Under the terms of this policy if death 
occurs during the first six months the 
amount payable shall be limited to $500. 
In addition to the life insurance there 
ure accident death benefits as follows: 


Accidental Death Benefits 


Part I—If the insured, while this pol- 
icy is in force, shall suffer loss of life 
by the wrecking or disablement of any 
private horse-drawn passenger vehicle, 
or private motor-driven Passenger car 
within which the insured is riding or 
driving, or while so riding or driving by 
being accidentally thrown from within 
such vehicle or car, the company will 
pay, including the amount payable under 
Part I, $2,000. 

Part II—If the insured, while this pol- 
icy is in force, shall suffer loss of life 
by the wrecking or disablement of any 
public omnibus, taxicab, jitney or auto- 
mobile stage or bus, which is being 
driven or operated at the time of such 
wrecking or disablement by a licensed 
driver plying for public hire and in which 
such insured is traveling as a fare-pay- 
ing passenger, or by the wrecking or 
disablement of any passenger elevator 
(elevators in mines and freight elevators 
excepted) in which the insured is rid- 
ing as a passenger, the company will 
pay, including the amount payable un- 
der Part I hereof, $3,000. 

Part IV.—If the insured, while this 
policy is in force, shall suffer loss of 
life by the wrecking or disablement of 
any railroad passenger car or passenger 
steamship or steamboat, or street rail- 
way car or elevated or subway railroad 
car in or on which such insured is travel- 
ing as a fare-paying passenger in a 
place regularly provided for passengers 
only, the company will pay, including 
the amount payable under Part I hereof, 
$4,000. 

Already the Federal has received a 
number of applications and President 
Isaac Miller Hamilton expects this to 





lead to a large amount of business. 








AGENCY MEETING HELp 
MISSOURI STATE LIFE RALLY 


Quarter Million Club Had a Rousing 
Convention at New Orleans— 
Many Officials Present 


New Orleans extended its arms in wel. 
come to the Missouri State Life March 
1-2 for the annual convention of the 
Quarter Million Club. 

President M. E. Singleton was the 
first speaker, and he tersely and briefly 
told the company’s career and pictured 
in glowing terms the possibilities of its 
future. He touched on the wonderful 
strides that were made in the past year 
to build up the surplus, making it pos. 
sible for its agents to go after more and 
bigger business than heretofore. He 
was followed by W. Frank Carter, vice 
president. 


Talk on 


“The Insurance Business” 
subject of H. C. Lorick, prominent 
southern general agent. He was fol- 
lowed by Second Vice-President John J 
Crowley, who spoke on “Accident In- 
surance,” and by Roy Denny, manager 
of the Los Angeles office, who had for 
his subject: “Accident Business as an 
Agency Builder.” This office has found 
that accident business paves the way to 
much life insurance that could not other 
wise be sold. 

RK. Cc, 


Accident Insurance 


was the 


Newman's Talk 


James L. Rainey, supervisor for the 
accident department, spoke on “The 
Selling of Accident Insurance.” The 
next speaker was the big gun of the 
convention, Robert C. Newman of St 
Louis, the company’s largest personal 
producer for several years past, who told 
his brother workers how to “Serve Your 
Clients.” Henry Reichgott, second vice- 
president, spoke on “Life Selection,” 
while Judge Allen May of the legal de- 
partment also delivered an address. 


Publicity Man Spoke 


The program on the second day 
opened with an address by Joseph P. 
Licklider, director of publicity and sales 
research. His subject was “Helping the 
Fieldman to Sell,” and he told of the 
steps that are being taken by the com 
pany to further aid its agents in obtain- 
ing business. 

“Group Insurance” was the subject 
of a talk by Henry Reichgott, second 
vice-president, while Pearce H. Young, 
agency instructor, spoke on “Modern 
Selling.” 

Other Addresses 


Other addresses on the program were: 

“Keeping Active,” E. B. Thurman, 
manager Cleveland; “Our Company To 
day,” C. O. Sheperd, actuary; “Agency 
Building,” Horace H. Bell, manager 
Pittsburgh branch; “Arguments That 
Have Helped Sell,” William Strauss, 
general agent: “Cooperating with the 
Field,” John J. Moriarty, second vice- 
president; M. E. Singleton, president: 
“A Message,” Hillsman Taylor, vice- 
president. 

The new officers of the Quarter Mil 
fion Club are: President, Herbert ( 
Lorick of the Lorick & Vaiden Agency. 
Augusta, Ga.; first vice-president, R. C. 


Newman, St. Louis, Mo.: second vice- 
president, Horace H. Bell, manager o! 


the Pittsburgh, Pa., branch office; third 
vice-president, Wallace Niedringhaus, St 
Louis, Mo., and fourth vice-president, 
Marion Rich, Marion Rich Agency 
Columbia, S. C. 


Headquarters at Traymore 


Convention headquarters will be at the 
Hotel Traymore, Atlantic City, when 
the National Association of Life Under- 
writers meets there on Sept. 15-17. Cir- 
culars have been sent out giving in- 
formation on all the Atlantic City hotels, 
but without indicating the headquartrs 
for the convention. 
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SOUTHERN OHIO AGENTS 
HOLD SALES CONGRESS 





One of Most Instructive 
Meetings in Association’s 
History 


Was 





HAVE SPLENDID PROGRAM 





Valuable Addresses and Presentations 
Are Given by Speakers from Differ- 
ent Sections of Country 





CINCINNATI, March 11.—The sales 
congress of the Life Underwriters’ Asso- 
ciations of southern Ohio and northern 
Kentucky was held here last week. It 
was attended by between 400 and 500 
life insurance men, and was one of the 
most instructive meetings ever held here. 
L. B. Dierkes of the New York Life 
presided at the morning session, which 
was opened by an invocation by the Rev, 
P. J. Hynes of Hyde Park. 

John D. Sage, president of the Union 
Central, welcomed the guests in a short 
address during which he said that he 
was much impressed with the generosity 
of the older men sharing at these con- 
gresses their experience with those who 
were younger in the business, and im- 
parting new inspiration as well to the 
older men who came. He likened the 
building of life insurance estates to erect- 
ing a building. The agent is the archi- 
tect, the insurance company furnishes 
the materials, but it is the policyholder 
who does the building. 


Explains Indirect Selling 


The first speaker on the program wa 
T. C. Rice-Wray of the Mutual Benefit 
at Detroit, his subject being “Indirect 
Selling.” He explained how he was able 
to get insurance policies by discussing 
other phases of his prospects’ affairs than 
life insurance itself, his discussion, of 
course, having for its purpose the devel- 
opment of the need for protection. He 
was followed by J. Elliott Hall of the 
Penn Mutual at New York, the well- 
known specialist on income insurance 
He talked about the advantages o 
trusteed insurance, and demonstrated his 
selling methods by an actual interview 
with Teddy Goodwein of Dayton in the 
role of the prospect. The latter believed 
that he was a pretty “tough” buyer, but 
he admitted afterward that as Mr. Hall's 
talk continued he “felt himself slipping.” 


Rabbi Heller Gives Talk 


The afternoon session found Harry 
Walter Hutchins of the National of Ver- 
mont presiding and the meeting was 
opened by Rabbi James G. Heller. The 
latter should make an excellent life in 
surance salesman—at least, he has the 
vision. In his opinion, ministers and life 
insurance agents have similar tasks. The 
former prepares men spiritually for old 
age. while the latter prepares them eco- 
nomically. He is also endeavoring to 
get most men out of a rut and persuad- 
ing them to accept the responsibility they 
should shoulder. We should pursue our 
task with a sense of something higher 
than that which is read into the ordinary 
every-day round of effort of most men 
There can be no peace of soul except 
im proportion to the security we can get 
in life. In the view of many, age has 
come to be despised, while youth is 
prized. But a life can be made whole 
by foresight. This is the crux of the 
Period in which we live. Men's thoughts 
are turning to making the entire span 
of life useful and enjoyable. Our task 
is to instill this foresight into those to 
whom we talk, so that they may lay by 
more than the mere necessities for which 
each day calls. When this goal is rea 
lized, old age will become as welcome a 
Part of life as youth. The trouble is 





OFFICERS ARE NAMED 
NEW DALLAS COMPANY ELECTS 


Jalonick Head of Harvester Life— 


Expects to Start Writing 
Business April 1 


DALLAS, March 10.—At a meeting 
of the stockholders and directors of the 
Harvester Life this week the following 
officers were elected: George W. Jalo- 
nick, Sr., chairman of the board; George 
W. Jalonick, Jr., president; J. B. Adoue, 
Jr., vice-president; E. L. Stroud, secre- 
tary and director of agents; E. A. Her- 
zog and E. W. Nixon, assistant 
secretaries. The board of directors is 
composed of George W. Jalonick, Sr., I. 
Jalonick, George W. Jalonick, Jr., 
Adoue, Jr., Ira T. Moore, Tom W. 
Newsome, E. R. Brown, E. K. Hap- 
good and J. S. Heard. 

The company’s charter was approved 
this week, the capital stock now being 
$250,000. The home offices of the com- 
pany are located in Dallas. Agencies 
will be established in all sections of 
Texas. It was announced the company 
will begin writing business April 1. 


that too many people reach middle life 
without a foundation. Persuading men 
to consider the future is the hardest 
thing to get them to do, just as it is 
difficult to persuade them to lay up 
treasures for the soul. Yet, both minis- 
ters and life insurance men are maki 
remarkable headway. 

A. H. Kollenberg of the Mutual Ben- 
efit at Grand Rapids spoke on the sub- 
ject of “Business Insurance.” No more 
important function for life insurance 
exists than to perpetuate businesses. In 
partnerships, the law dissolves it at the 
death of one of the partners. The rights 
of the surviving partner or partners 
cease at the instant of death. Essen- 
tially, their position then is either to 
get the money necessary to liquidate or 
to give up the business. The partner- 
ship agreement gives time to settle its 
affairs while insurance gives the money. 

Protect Value of Brains 


On the other hand, corporations do 
not dissolve, though most small cor- 
porations are really partnerships with the 
same problems. The biggest loss the 
corporation suffers is that of the dece- 
dent’s experience, judgment and knowl- 
edge of the business. Brains w worth 


more to a business than capital. Capita! 
is protected by fire insurance; brains 
should be covered by life insurance. 


No business would fail to insure a ma- 
chine that would do the work of a brain. 
In the ordinary course of business, loans 
are made for the purpose of earning 
profits. Insurance is taken out for the 
purpose of securing the assets. Assets 
cf any firm will shrink, depending to 
some extent upon their character, at a 
forced liquidation. They will not hold 
together of their own accord. Someone 
must manipulate them. Fortunately, 
someone can be found generally in am 
organization capable of guiding it. But 
his ability and familiarity will be of no 
avail unless there is at least sufficient 
cash on hand to prevent undue embar- 
rassment. Life insurance is the one sat 
isfactory manner of providing for this 
fund at the death of an important mem 
ber of any going business. 
Sell New Man on Business 


“Pointers for Field Men” was the 
subject assigned to James Moss, Louis- 
ville general agent for the Connecticut 
Mutual. He took advantage of the op- 
portunity to tell the salesmen of points 
generally overlooked. It is essential for 
a new man in the business to sell him- 
self on his future in it. If he can’t 
do that, he cannot sell a prospect on his 
future. The salesman must be both an 
idealist and a practical man of affairs. 
His prospects must be taught what in- 
surance will do for them that they can- 
not do for themselves. One short cut 





STOCK INTEREST SOLD 
AMERICAN OLD LINE CONTROL 


H. W. Kingery, A. W. Gordon and 
J. A. C. Kennedy Have Purchased 
Large Block of the Capital 


LINCOLN, NEB., 
tiations have been in progress for the 
sale of a substantial stock interest in 
the American Old Line of this city, 
controlled by M. D. Hatch, its president. 
Mr. Hatch is out of the city and con- 
firmation of the completion of the sale 
is lacking. The men who have been 
negotiating for the purchase are H. W. 
Kingery of Omaha, who was vice-presi- 
dent of the North American National 
Life of Omaha before its sale to Nash- 
ville parties and a leading attorney: A. 
W. Gordon, candy manufacturer, and 
J. A. C. Kennedy, a leading lawyer. 
All of these people reside in Omaha, 
and it is understood they have agreed 
to pay a price substantially above the 
par value of the stock. 

Writes Only Life Insurance 


March 11.—Nego- 


The company recently dropped its 
accident and health lines, and is now 
writing life only. Last year its agency 
organization produced in excess of 
$9,000,000 of new business, a large vol- 
ume of it in Texas. This necessitated 
the putting up of $90,000 of additional 
cash for reserves and other contingen- 
cies, and stressed the need of a re- 
organization to accommodate the 
volume of new business being produced 

Under the tentative plans Mr. King- 
ery is to share with Mr. Hatch in the 
management of the company. Mr. Gor- 
don, who recently sold his interest in 
the candy business, has taken up insur 
ance as an investment and will take part 
in the business. It is regarded as 
likely that the headquarters of the com- 
pany will be moved to Omaha. 

All of the men in the reorganization 
are experienced, responsible and of 
standing in the state. The old stock- 
holders had a chance to dispose of the 
company to men presumably represent- 
ing some syndicate, but they were in- 
sistent on the company being retained as 
a thoroughly Nebraska corporation, and 
the deal went no farther. 

The American Old Line was orig- 
inally operated as an accident company 
and was organized by Mr. Hatch. In 
1920 it began writing life insurance with 
a capital of $150,000 and writing about 


$10,000,000 in 1925, it closed that year 
with about $15,000,000 in force. 
to success for the new man is to get 


the inspiration of the salesmen who have 
preceded him. 

A layman, Dr. Frank D. Slutz of Day- 
ton, gave his viewpoint of life insurance. 
The institution has many credits on its 
ledgers. One of peculiar interest is that 
it is making a healthier world. The 
method of obtaining insurance teaches 
health. Furthermore, most men want 
more insurance and strive to retain their 
insurability. It is instrumental in hold- 
ing the American family together, an 
outstanding attribute. It enables the 
small policyholder to become an in- 
vestor in the basic industries of the 
United States, with the result that it 
keeps him away from the feelings of 
class distinction. It therefore puts prac- 


tical thrift in the place of theoretical 
thrift. Many a man would not save, in 
spite of his wish to do so, were it not 
for the policies on his life. The man 
who is insured turns tomorrow into an 
asset instead of a liability. The agent 
who is merely a company representa- 


tive does not measure up to the require- 
ments of a life solicitor. He must be 
an expert in human affairs and it follows 
he must be broad in his views. Too, 
he must meet men on their own ground 
Nor may he stop once his policy is sold. 
His motto should be: “Real service be- 





gins after the sale has been made.” 








SELLING INSURANCE ON 
SALARY BUDGET PLAN 


D. M. Findlay 
Pointers 


Gives Some 
on New 


Development 


GREAT FIELD IS OPENED 





Representative of Hart & Eubank, Aetna 
General Agents for New York, 
Tells Methods Employed 





NEW YORK, March 10.—D. M. 
Findlay of Hart & Eubank, Aetna Life 
general agents in New York city, at the 
annual sales congress of the Life Under- 
writers Association of New York yester- 
most interesting and in- 
structive address on salary budget insur- 
of which Hart & Eubank have 
volume. Mr. Findlay 


day gave a 


ance, 
written a large 
said in part: 

Is Well Received 


budget was announced, 
many rather unsuccessful underwriters 
hailed it as a cure-all for their past 
troubles. Here, at last, was an insur- 
ance plan which the employer and his 
employes would buy by mail! Of course, 
such has not been the case with salary 
budget, for the same salesmanship, the 
same hard plugging and the same “wire- 
pulling” that have been necessary in sell- 
ing individual cases have been required 
even with this new selling method. 
However, when two life companies in 
New York city alone have, in the past 
12 months, paid for over $15,000,000 of 
salary budget insurance; when nationally 
known and _ conservative institutions, 
such as huge New York banks, entire 
hotel systems and great steel corpora- 
tions, have installed this plan, certainly 
it must have its merits. 


When salary 


Concentrates Prospects 


Recently a very successful producer, 
a past president of this association, 
stated that early in his career he realized 
that he must concentrate his efforts 
upon a small area in this great city in 
order to utilize his time to the best ad- 
vantage. He eliminated his uptown and 
Long Island trips and today over 90 
percent of his clients are located below 
Fulton street. By the means of two 
salary budget cases, one agent has se- 
cured 50 clients in one building and 100 
in another. Salary budget puts a fence 
around your prospects, concentrates 
them and thus eliminates time spent in 
travel. Failure to plan each day and 
failure to carry out this plan once it is 
formulated, have been the ruination of 
many new agents. Salary budget sim- 
plifies this planning. With a list of pros- 
pects all of one company, all located 
within a few steps of one another, and 
all expecting to see you, it is much eas- 
ier to put in a full day’s work. 

Gives Easier Approach 


Furthermore, your approach to the 
prospect is much easier. Men who in the 
past have refused to talk to insurance 
men are friendly. Why? First, their 
employer, whose business judgment they 
respect, has endorsed the great institu- 
tion of life insurance. Second, by select- 
ing you, he has put his stamp of ap- 
proval on you as a capable and honest 
insurance adviser. There is no easier 
method of gaining men’s confidence, a 
prime requisite in selling insurance, than 
through the salary budget plan. Once 
having gained the confidence of the em- 
ployes, you become the life insurance 
adviser for that organization. 


Employs Mob Psychology 


Allied with us in selling salary budget 
is that powerful and unseen force of 
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mob psychology. You sell the employer 


and at once all his employes, even down 
to the office boy, take notice and wonder 
if they should not do the same thing. 
Here in the office or shop, where the 
New Yorker spends the larger part of 
his waking hours, mob _ psychology 
works at its highest pitch. 
Pays by the Month 


Another aid to the agent in selling is 
the monthly payment feature of salary 
budget. Today, one pays for his rent, 
his groceries and even for his car, by 
the month. Last year, over $3,000,000,- 
000 of the American income was spent 
for installment purchases. Employes 
are usually paid*by the month and bud- 
gets are calculated for that period. An 
employe might be staggered by an an- 
nual premium of $230, yet he will read- 
ily pay $20 per month. There can be 
no question but that monthly premiums 
have not only increased the number but 
have also increased the size of policies 
as well. 

Small Policies Profitable 


Salary budget has made the sale of 
small policies profitable to the agent. 
Many agents hesitate to put much effort 
on $2,000 or $3,000 cases because it has 
been more profitable to write a smaller 
number of larger ones. Yet few of us, 
I believe, would turn down the oppor- 
tunity to write 150 of such cases, total- 
ling $500,000, as was done by one agent 
last summer. The size of salary budget 
policies has often been ridiculed. The 
records of a New York agency writing 
largely non-participating insurance 
shows the average salary budget policy 
to be $3,300 with an average premium of 
$26 per $1,000 annually. } 

Salary budget, however, is not with- 
out its disadvantages to the agent; one 
often raised is that monthly deductions 
give greater opportunity for lapsation. 
Agency records prove this to be false. 
In the case mentioned before, with 150 
insureds, only two have lapsed their 
policies. 

Select Prospects Carefully 


A large New York producer stated 


recently that we have laid too much. 


emphasis on scientific selling and too 
little upon scientific prospecting. As in 
individual selling, one must carefully 
select his prospects. Poorly paid factory 
and hotel employes, among whom the 
labor turnover is tremendous, have 
proved poor prospects and should be 
left to the industrial agent. The white 
collared workers, in banks, insurance 
and advertising firms, who are intelli- 
gent, who have steady jobs and strong 
family ties, have been excellent salary 
budget prospects. 


Interested in Welfare 


Every employer is interested in the 
welfare of his employes, either for hu- 
manitarian or selfish reasons. He wants 
them to be relieved of the worries of 
premature death, fear of sickness and 
old age dependency. These worry-haz- 
ards of the employe have not been elim- 
inated yet. Many of the employes carry 
little or no insurance and few are saving 
any substantial amount of money. Why? 
First, here in New York, where appear- 
ance counts for so much, where so many 
amusements are available, where living 
is so costly, we are all too likely to live 
beyond our means. Second, the selling 
methods of institutions that promote 
savings and thrift are greatly inferior to 
the selling methods of those that pro- 
mote spending. 


Spending Made Attractive 


For example, follow the average clerk 
up Broadway on a pay-day Saturday 
afternoon. What does he see? First, 
an attractive suit of clothes. It is not 
placed in a window five feet above the 
sidewalk with iron bars to hinder the 
view, but on the contrary, it is behind a 
beautiful plate glass window with a tag 
on it: “$10.00 down and $5.00 a week for 
the balance.” Beside the suit is a fur 


coat for his wife, while on the building 
above is a dazzling and attractive sign 
telling of Doug Fairbanks in “Don Q.” 
Perhaps, if he hunts long enough, he 





may find the back door of a savings in- 
stitution open. Is it not surprising that 
under these conditions the employe 
saves anything? Only recently have our 
savings institutions advertised and rarely 
does a savings institution have a sales 
force continually canvassing the em- 
ploye group. 

Help Employes Help Themselves 


The only solution of the old age in- 
surance problem is to follow the Henry 
Ford doctrine, to help the employes to 
help themselves. Here salary budget 
enters the picture, for, from the employ- 
er’s viewpoint, it is the easiest and most 
practical way to solve the problem. 
With its aid, and giving only his co- 
operation, he can help his workers solve 
their own problems. 

In selling the employer at the start, 
the agent should ask him for all the 
necessary cooperation, for it is difficult 
to ask for additional assistance later. 
Emphasize the importance of his active 
cooperation for the plan will not succeed 
without it. Again, the deduction feature 
is essential for it obtains the money at 
the source. It is popular with the em- 
ployes for they do not miss the money 
they never get, especially when it comes 
out in small amounts. Ten minutes of 
each individual’s time is absolutely es- 
sential for each has a distinct problem 
which must be dealt with separately. 


Get Manager’s Cooperation 


After the master application is secured 
the agent should have the manager in- 
troduce him to the various department 
heads. By selecting the best paid de- 
partments, he will get a flying start 
which will be of great assistance in se- 
, curing a successful case. After planning 
| the case, many agents have a letter on 

the firm’s stationery signed by the head 
‘of the firm, signifying his approval of 
| you and the plan, sent to each employe. 
| It should show no rates and be written 
‘in good sales style. Other agents prefer 
; not to send letters and they do well. If 
| possible, desk room should be secured 
‘from the employer, or the department 
head should be instructed by the em- 
ployer to send the men to you. This is 
excellent psychology for the employe is 
then coming to you as an adviser rather 
than you running after him. In order to 
keep the enthusiasm of the employes at 
its highest pitch, it is best to take one 
department at a time, if the concern is 
large, and work it rapidly. 





Nebraska Petition Amended 


An amended petition has been filed 
at Omaha in the case recently brought 
by a David City, Neb., stockholder 
against the North American National 
Life, recently sold to Tennessee parties. 
In the original petition he asked for an 
accounting of moneys that passed in the 
change from a mutual to a stock com- 
pany and for the return of the records 
to the state. 

In the amended petition he charges 
that the company has sent out agents 
to holders of participating policies with 
a view to inducing them to accept non- 
participating policies, and alleges that 
this constitutes twisting and is contrary 
to law. It is claimed that some agents 
have tried to induce policyholders to 
accept cash surrender values in lieu of a 


NORTHEAST OHIO SALES 
CONGRESS GALA AFFAIR 


Well 





Over 1,000 Attended Big 
Conference at Cleveland 
Last Week 


HEARD BUSINESS LEADERS 


Orbison, McNamara, Wright, Thurman 
Joined in Making It of Great 
Educational Value 





CLEVELAND, Mar. 11.—The sixth 
northeast Ohio life insurance sales con- 
gress was held here last week, with an 
attendance drawn from all northern Ohio 
and western Pennsylvania. Considerably 
more than 1,000 underwriters were pres- 
ent. The program was pronounced 
among the best balanced of any congress 
ever held in Cleveland, there being four 
head-line speakers on four inspiring 
subjects. 


The congress was opened by invoca- 
tion, led by Dr. John G. Hindley, pastor 
of the East Cleveland Congregational 
Church. Henry G. Wischmeyer, presi- 
dent of the Cleveland Life Underwriters 
Association, extended a hearty welcome 
to visiting underwriters, and then a ses- 
sion of lusty group singing was indulged 
in, led by Herman Kellar of the New 
York Life, a famous song leader of the 
late World War. 

The opening address was made by 
Judge Charles J. Orbison of Indianap- 
olis, known to underwriters far and near 
for his famous inspirational talk on “The 
Gospel of Life Insurance.” Those who 
have heard the judge on as many as five 
occasions stated that his efforts here 
capped an apparent climax in his career 
as an orator and life insurance preacher. 
Swinging his audience rapidiy from reel- 
ing laughter to a dramatic depiction of 
the wonderful service the life under- 
writer is able to perform, it is safe to 
state that everyone in the large Audi- 
torium was “resold” on his profession. 


Tells of Selling Argument 


After selections by the Nylic quar- 
tet, President Wischmeyer then intro- 
duced John C. McNamara, Jr., of the 
Guardian agency of New York, whose 
theme was the “Miracle of Life Insur- 
ance.” Mr. McNamara, whose record in 
building up a $13,000,000 agency in a 
single year is in itself an inspiration, told 
Ohio underwriters of the many selling 
arguments that are available to them, 
and how the proper presentment of these 
arguments will bring about the miracle 
of large production. He illustrated his 
address with many personal experiences. 
The afternoon session was opened by 
Harry D. Wright, superintendent of 
agencies, Metropolitan Life. His topic 
was “Capitalizing Good Will.” His ad- 
dress was supported by a recitation of 
statistics and facts, showing the tremen- 
dous growth of life insurance, together 





full settlement under the policies. 


—: 
underwriter as to how he might capi 
talize good-will in increasing his pe 
sonal production. 

Tells of Basic Ideas 

The closing address of the day wx 
by Oliver Thurman, superintendent 9; 
agencies of the Mutual Benefit Lij, 
There have been few, if any, addresse; 
given in Cleveland which have rivyale, 
for inspiration the dissertation of \; 
Thurman’s on “The Use of Basic Ideas” 
His address was logical, profound ang 
productive of a new conception of life 
insurance. For an hour and 30 minute; 
he held his audience spellbound with hi; 
outlining of the psychology of the saj; 
of life insurance, the necessity of fife 
insurance to the accomplishment of nor. 
mal human desires, and the sequence oj 
the presentation in getting a prospec: 
to realize how completely life insurance 
can be used to meet his needs. 

In a short business session preceding 
the congress, 32 new members were 
voted into the Cleveland association, and 
nearly as many more applications were 
received during the congress. 


DEATH HELD TO BE ACCIDENT 





Use of Novocaine on Patient with Idio. 
syncrasy for It So Characterized 
by U. S. Court of Appeals 





A decision of the United States court 
of appeals affecting double indemnity 
provisions in life policies is of consider- 
able interest to companies writing this 
insurance, and may also furnish a prece- 
dent in connection with accident policies. 

Holding that the death of Dr. George 
F. Dodge of Athol, Mass., in Mercy 
Hospital, following the injection of novo- 
caine for a tonsil operation, was an acci- 
dent, the court reaffirmed the decision of 
the federal court in Baltimore that his 
widow was entitled to recover double 
the face value of a life insurance policy 
of $10,000. 

The policy contained a clause en- 
titling the beneficiary to recover double 
the amount of the policy in the event 
that death resulted from an accident or 
was due to accidental means. The com- 
pany had paid the face value of the pol- 
icy, but denied liability for double the 
amount. Dr. Dodge, according to th 
court opinion, had what was described 
as an idiosyncrasy for novocaine. 

“Tt is true,” said the Richmond court 
in its opinion, “that the doctor intended 
to apply the drug and that the insured 
intended that he should apply it. But 
neither intended that he should apply it 
to a body possessed of the idiosyncrasy.” 


Capitol Life’s Booklet 


An elaborate booklet, in colors, has 
just been issued by the Capitol Life of 
Denver, calling attention to the com 
pany’s 20th anniversary. The booklet 
contains a brief history of the organiza- 
tion, formed in 1905 by Thomas F. 
Daly, who went to Colorado from Wis- 
consin and began working as a miner in 
the Leadville mining district. 

Today the company has about 30,000 
policyholders in 16 western states, 4 
paidup capital of $250,000 amd assets in 
excess of $7,500,000. The insurance in 
force now exceeds $60,000,000. The 
company has a home office building in 
Denver which is one of the most mod- 





with many suggestions to the individual 


ern and substantial in the city. 
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| FIGURES FROM DECEMBER 31, 1925 STATEMENTS 
LIFE COMPANIES ______ 7 seiieesid 








Total Pd. Policy- Total 





Net New Ins. in GaininIns. Prem. 

d Assets Capital Surplus’ Bus. 1925 Force in Force Income * Income holders Disburs. 
Amer. National....... $ 2,039,466 $200,000 $ 125,515 $ 3,694,402 $ 15,411,613 $ 966,094 $ 439,118 $ 740,202 $ 127,313 467,227 
Atlanta Life ........ 747,676 100,000 VO ia 19,025,031 5,257,752 1,516,995 1,543,644 581.545 1,42 
Atlantic Life ........ 15,613,102 500,000 875,153 26,133,264 127,023,484 13,983,172 3,868,116 4,880,933 1,750,771 3,02: 
Brooklyn Nat. ....... 501,770 200,000 293,656 00,500 400,500 400,500 11,094 ae §«‘escees B, 
Continental, D. C.... 821,847 100,000 1,183 19,535,617 21,915,844 3,368,880 1,256,472 1,293,732 465,507 1,149,973 
Home Ben. Assn..... 3,155,630 200,000 1,214,223 24,614,399 28,268,360 1,246,355 2,764,291 3,041,821 1,143,860 2,632,961 
Industrial L. & H 715,662 260,000 214,322 10,526,310 12,713,008 798,529 2,886,573 2,920,310 1,372,226 2,870,754 
Midland Life ........ ,604,165 100,0 160,426 9,800,000 30,475,639 Dy ~ sethes -§ Se@cne Abed . moons . 
Peer enrre 718,265 200,000 167,716 7,904,278 9,421,052 1,516,774 1,027,983 1,083,231 435,339 1,038,035 
co ) ae 2,326,564 0,0 110,000 4,914,601 22,407,089 1,609,184 720,651 1,317,166 288,160 1,063,661 
i REE 1,387,807 200,000 84,682 4,054,128 10,750,951 1,994,549 284,923 359,510 117,976 $13,410 
Springfield, Ill. ...... Dee cssses 361,370 2,270,518 2. *?) errr 2,485,365 2,729,856 1,406,745 2,086,727 
Teachers I. & A...... 6,942,327 500,000 1,006,774 3,412,961 17,450,035 3,071,092 1,789,242 2,132,742 177,956 260,575 
Travelers Equit...... 481,890 136,200 9,182 1,050,500 4,226,714 425,065 118,650 603,869 14,706 507,228 





March 1 


— 


=> 
































March 12, 1926 











LIFE INSURANCE EDITION 








=—— — 





























Missouri State Life Enters 
Second “Third of a Century” 





A Multiple Line Company 


MISSOURI STATE LIFE INSURANCE CO. 


M. E. SINGLETON, President 


HOME OFFICE, SAINT LOUIS 


LIFE 


ACCIDENT ==: 





insurance in force in excess of $587,000,000. 


Seventeen years ago, at the half-way mark of its first 
third of a century, the Company had a little over 
twenty and a half million of insurance in force. Ten 
years ago it had just gone over the hundred million 
mark. Today, with $587,586,508 in force, it ranks 
as the second largest Life Insurance Company west of 
the Mississippi River. 


The Company operates in thirty-nine States, the 
District of Columbia and the Territory of Hawaii. 


The Missouri State Life offers unexcelled protection 
and prompt service in Life, surplus and substandard; 
Accident, Health and Income Accident; Group Life 
and Group Sickness—a multiple line with which to 
meet the needs of every prospect. 


Business handled either on contract or one-case 


agreement. 


Prompt action and liberal underwriting rules our 


policy. 


A Great Company to Grow With 
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BIG SALES CONGRESS 
HELD IN NEW YORK CITY 


Prominent Speakers Address the 
Life Insurance Men on Vital 
Subjects 








SARGENT GAVE ADDRESS 


Griffin M. Lovelace of New York Uni- 
versity Talked on Application of 
Psychology to Insurance 





NEW YORK, March 11.—The one 
day sales congress and fortieth annual 
banquet of the Life Underwriters Asso- 
ciation of New York was held here this 
week. More than 1,600 people includ- 
ing large delegations from Philadelphia, 
Boston and many other cities attended 
the sales congress, which was presided 
over by George A. Kederich, president 
of the association, the slogan of the 
Congress was “Work.” 

The first speaker was Geo. K. Sar- 
gent, second vice-president of Mutual 
Life, who talked on “Agent’s Ideals.” 
“Successful insurance salesmen,” said 
Mr. Sargent, “go into life insurance first 
to make a living but above all to serve 
and help others to serve. An ideal life 
insurance company is more than an 
economic institution in serving. Ideal 
salesman must cultivate himself, devel- 
oping his qualities of faith, courage, 
enthusiasm, patience, ingenuity, charm.” 

Lovelace Makes Address 

The practical application of psychol- 
ogy to insurance salesmanship was dem- 
onstrated by Dr. Griffin M. Lovelace 





of New York University by using a few 
recent experiences. Dr. Lovelace 
showed how insurance could be tied 
up with the simple elementary and fa- 
miliar things of life that interest all 
people and move them by appealing to 
their habits, ambitions, hopes and fears. 

David B. Adler of the Penn Mutual 
gave some startling statistics as to the 
success hard work can win in selling 
life insurance in spite of social connec- 
tions, personality or special skill. Mr. 
Adler quoted figures gained in his own 
experience as agency manager to prove 
that the value of a man’s work increases 
as the amount of work he does increases. 


Williams Closed the Session 


The morning session ended’ with a 
talk of Robert J. Williams of the Union 
Central on the approach. Don’t worry 
about closing, was his advice. Most 
sales are made in first five minutes, 
hence first impressions count. He 
said “Your approval is wrapped up in 
a twinkling eye or a smiling face, the 
enthusiasm born of faith in the job you 
have in front of you and the product 
you have to sell.” 


Afternoon Session 


At the afternoon session D. M. Find- 
lay of the Aetna Life, spoke on “Selling 
Salary Budget Insurance,” in which he 
has made a remarkable record as a 
specialist. Old age income for women 
was treated by Emma H. Ditzler, of 
the Connecticut Mutual, who pointed 
out the universal instincts that can be 
skilfully played upon in this type of 
selling. 

“Simplified Selling” was the talk of 
Ralph G. Engelsman, who wrote over 
$100,000 in 1925 besides teaching insur- 
ance at New York University. 

Diedrich Ward of the Union Central 
outlined the advantages and the methods 
of selling a monthly quota and sticking 


to it. 
Louis N. Cotlow’s Talk 


Louis N. Cotlow gave examples of 
the use of the educational approach. 


“Every man with children,” said Mr. 
Cotlow, “is a live prospect if a salesman 
has the knowledge and energy to outline 
a scheme to guarantee the children’s 
education. If a salesman does a.good 
job of this the client’s confidence in 
him is unlimited and other sales usually 
result.” 

The investment side of life insurance 
is not talked up enough according to 
Ernest H. Early of the Northwestern 
Mutual who quoted figures to show 
that the investment yield on life in- 
surance in the long run is equalled only 
by the yield of the highest grade bonds. 

Harold L. Regenstein of the Travel- 
ers recommended an income quota to 
salesmen who are apt to let down after 
attaining a few successes. Load up 
with many going prospects was his ad- 
vice. 

The congress was closed by a short 
but instructive talk by James Elton 
Bragg, vice-president of the Manhattan 
Life, who stated and then illustrated the 
truth that an idea tends to carry itself 
out in action if not impeded by another 
stronger idea. “Success,” he declared, 
“depends on selling yourself an idea and 
then carrying through.” During the in- 
termissions of the congress _ spirited 
group singing was led by William G. 
Eisenhauer of the Equitable Life. More 
than 750 members and guests enjoyed 
the banquet that followed. 


Finance Committee Named 


George Cannell of the Penn Mutual 
Life at Philadelphia has been appointed 
chairman of the finance committee of 
the Philadelphia Life Underwriters As- 
sociation to raise funds necessary to 
handle the annual convention of the 
National Association of Life Under- 
writers. Other members of the com- 
mittee are Jackson Maloney, vice-presi- 
dent, Philadelphia Life; C. T. Botting, 
superintendent of agencies, Girard Life; 
Frank Morss, superintendent ot 
agencies, Provident Mutual; Frank H. 
Sykes, second vice-president, Fidelity 
Mutual Life. 





|SARGENT TELLS OF 
LIFE INSURANCE PLAN 





| 
— Business Is Founded jp 


Sentiment and Calls for 


Sincere Workers 


JOB IS NOT AN EASY ONE 





Salesmen Are Rendering a Distinct 


Service to Mankind in Addition 
to Making Good Living 


NEW YORK, Mar. 11.—George kK 
Sargent, second vice-president the 
Mutual Life, spoke this week before the 
Sales Congress of the New York City 
Life Underwriters Association on “An 
Agent's Ideals.” He said in part 

I have a deep conviction that 
insurance is the greatest secular busi- 
ness in the world—that, without cant, 
or hpyocrisy, or sham sentiment, it is 


life 


in essence a service as distinguished 
from a transaction for out-and-out 
profit. It is part of our national life 
—much more than it seems until we 


perceive and realize that the billions of 
life insurance money have been and are 
a powerfyl creating and _ conserving 
force in that life. 


Touches Individual Life 


It reaches out and touches the indi- 
vidual life, and as a national force or 
as an individual benefit has an effect 
upon practically every man, woman and 
child in America. Also, it is closely 
woven into the warp and woof of civ- 
ilization as it exists under the stand- 
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You plant your premi- 
ums in your local bank 
and cultivate your com- 
munity with our local 
investments. 
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Our Answer is “ Yes” 


Yes: We have New Rate Books and New Policy Forms 


Yes: We are writing: 


5 Year Term Convertible to Select W hole Life 
10 Year Term, Renewable, Convertible or Exchangeable 


A New 20 Pay Life Thrift Policy 


One of the most attractive annuity policies sold by any 


Company 


Yes: Either Participating or Non-Participating Plans, Standard 


or Sub-Standard 


Also, Good Territory, For 
The Right Sort of Agents 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President 





























DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 
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ards of America. I do not lose sight 
of the annihilators of space and time— 
steam and electricity—which make our 
present civilization and without which 
life insurance would not be as it is 
today. 

Ideal Put in Practice 


But life insurance, while it supports 
and furthers material progress, is in a 
close analysis nearer the inner life of 
man, the real man, than any other un- 
dertaking carried on under the name of 
“Business.” In reality it is an ideal put 
into practice—an idealism which meets 


the approval of the  hardest-headed 
business man, and the approval of the 
idealist. Back of all life insurance is 


sentiment, and life- insurance came into 
being, exists, and will keep on existing 
and growing, because it is the expres- 
sion of sentiment. 


Sentiment Back of Life Insurance 


It is immaterial for what reason hic 
insurance may be taken. The reason 
is sentiment of some nature, or an 
ideal—self-denying love and _ sacrifice, 
self-love, duty in various phases, pride 
of family, pride of business, and so on. 
Life insurance is the evidence of a de- 
sire to meet and discharge the obliga- 
tions of duty and affection. It 1s a fact 
of great import and significance that 
practically all adult people own some 
sort of life insarance. Life insurance 
is an instrument of individualism, Amer- 
icanism, and 
standards. 

Are Serving Mankind 


It brings into action the better part 
of our being, and is a manifestation of 
the ideals for which people in North 
America stand and a guardian of those 
ideals. Life insurance is a_ tremen- 
dously important thing. The world in 
general has not long had a clear realiza- 
tion and comprehension of our business 
as it really is. Now that it is more 
truly valued and understood than ever 
before, we cannot serve it too well; we 
cannot guard it too loyally and zeal- 





is a conservator of our | 
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THE NATIONAL 
ously. We are serving mankind and 
our nation—in the today and _ for 


the tomorrow. 
Business and Service 


I do not declare my conviction in lite 
as to the greatness of life insurance in 


| 
li 


ge the individual to be more zealous 
or a cause—an impersonal and seem- 
ingly abstract thing—than for his own 


| well-being. 


the belief that my thought is unusual | 


or unique, for I am sure that all life 
insurance people have this same convic- 
tion—in essence at least. I have ex- 
pressed my thought of life insurance 
as a business and service because upon 
it I form and base my conception of 
what an ideal agent and an agent's 
ideals and process of though and meth- 
ods should be. 
Success Is Great Quest of Life 
Success is the great quest of life. We 
all want it. We all look for it. 
all strive for it. Everybody who goes 
into business—or any activity of life, 


We; “ 
| sire 
| feels bigger than his calling. 


for that matter—goes into it with suc- | 


cess more or less definitely outlined in 
the mind. Success is a flexible term. 
It will fit any sort of achievement, and 
any degree of achievement. It differs 
from fame—and I fancy must be more 
satisfying. “Fame is a fancied life in 
others’ breath,” wrote Pope; but suc- 
cess is in a man’s own mind. Success 
is an individual thing, dependent upon 
what a man may be doing, and the de- 
gree of achievement therein he may call 
success. We all know failures who 
deem themselves successes. 


Enter for Individual Success 


I believe that the great majority of 
men and women who come into life 
insurance field work enter it for indi- 
vidual success—to make a living and to 
build up a competence. The business 
probably makes its first appeal because 
they can carry it on and because it 
offers a fair return for a kind of work 
they like to do—or think they will like 
to do. That is proper and right. The 
greatness of life insurance—its 
ness as distinguished from vastness, I 
mean—is not apt to be apparent at a 
glance; and, even if it were, we couldn't 


| way 


| titioner may be, 


| ple—still there are such among us. 
contention along this line is that our | 
great- 


' 


fit—which is proper 


Grows in Natural Way 


The life agent grows in a natural | 
way—as men and women in other call- | 
ings. For instance, without doubt 
young clergy men are not always imbued 


with the spirit of service—afire to serve | 


without thought of self. Something 
about the clerical life attracts them, or 
perhaps they are moved to such a calling 
by temperament, or outside influence 
or pressure. But their zeal grows. It 
is the same I believe with the doctor and 


the lawyer, and with all other projes- | 


sions, activities and _ callings. First, 


there is the individual thought and de- | 


and ambition, and the individual 
enters his vocation and engages in it, 
he still follows for his personal bene- 
and natural, but his 
calling eventually absorbs him, yet with- 


out injury to his individuality. 


Sees Greatness in His Calling 


The effect is that he sees the 
ness of his calling, and he gladly and 
proudly admits it and cheerfully and 
faithfully subscribes to what lies back of 
all proper endeavor—a fair trade with 
others, a service to others that their 
may be easier and more pleasant 
than his. No matter how practical or 
materialistic, or individualistic, the prac- 
he follows an ideal and 
serves it—and is an idealist whether he 
likes the term or not. In reality, as 
you will no doubt agree, a great manv 
of our hard-headed people are idealists; 
but they don’t like the term—they re- 


pudiate the term, but carry on the ideal. | 


I’m not referring to life insurance peo- 


My 


an ideal, 
ideal. 


business is based upon and 


successful because of the 
Let us discuss 
ready to go to work. Now, we 


When he | 


great- | 


a suppositious agent, | 
have | 
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before us in imagination a gentlemay 
whom we shall call John Doe, after the 
manner of our legal brethren, ready to 
start a life insurance career. We know 
the motive he has in his heart—a desire 
to make a good living—a_ legitimate 
and praiseworthy motive. He is, firs 
of all, clear in his mind as to the work 
| before him—and very real work. He 
isn’t looking for “easy money.” The 
| difficulty of field work has been im- 
| pressed upon him. It is my belief that 
no man should be encouraged to start 
until he has been informed that the 
work is hard and trying. As a matter 
of course, therefore, the salesman 
| should be willing and prepared to labor 
strenuously and long. But the work js 
satisfying. 


Home Life’s New Directors 


Election of five new directors on the 
board of the Home Life of Little Rock 
is announced. The new directors are: S. 
| B. Meek, banker of Warren; J. H. Meek. 

banker of Camden; W. A. Hicks, 

' tive vice-president of the American 
Southern Trust Company of Little 
Rock; V. M. Howell, partner in A. B 
Banks & Co. of Fordyce, and Lawrence 
Banks, vice-president of the Home Fire 
|}and Home Accident. 


execu 


Pays Fee Under Protest 
Mutual Life paid 


The Northwestern 
its annual license fee to the state of 
Wisconsin last week, amounting to 
$972,507. Of this amount, $46,407 was 


paid under protest, pending appeal to 
; the United States Supreme Court on 
| the question of whether income from 


tax exempt securities should be included 


in the income on which the fee is ex- 
|empted. The cases to be appealed to 
the United States Supreme Court in- 


volve $236,515, which with $152,740 paid 
under protest the past three years, makes 
the payment of nearly $400,000 in dis- 
pute. 














Annual Statement 


PEOPLES LIFE INSURANCE COMPANY 


FRANKFORT, INDIANA 
December 3lst, 1925 





| 
| 
| 
| 


LIABILITIES 
a ee $ 3,731,688.00 
Dividends left to accumulate............... 106,647.77 
enrwn Bet TOA, ... 6 oscccs vecaaces eee 13,113.85 
A 125,165.03 
SURPLUS TO POLICYHOLDERSG..... ‘ 430,902.53 

eee NS owe wee kes dees dees oen $ 4,407,517.18 
INSURANCE IN FORCE (Paid for Basis). .$40,500,940.00 


CONSISTENTLY PROGRESSIVE 


, ASSETS 
First Mortgage Loans on Real Estate....... bi 3,068,766.00 
Loans to Policyholders........cssecssvcces 730,381.01 
| Real Estate—Home Office waeuuanae 100,000.00 
Liberty EO MORES. . 000. sc0e rrr re 50,000.00 
go ee en a - 49 642.52 
Net Due and Deferred Premiums........... 127,897.69 
OS OO ee eee ee 200,807.05 
| All other Assets............ Pe ae ee wins late : 80,022.05 
| Total Admitted Assets................. $ 4,407,517.18 
| Year 


Se eee eee eee $ 


190,696.00 
676,788.00 
1,798,675.00 
4,407,517.18 


Assets Ins. in Force 


Another reason why it pays to be friendly with 


“The Friendly Company’ 


| Opportunities in Indiana, Illinois, Ohio, Michigan, Tennessee, Arkansas, Iowa, Texas and California. 





$ 2,473,960.00 
7,550,731.00 
20,541,571.00 
40,500,940.00 
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Life of Chicago Join Forces Underwriting Manager Sought for sistant Superintendent of A 











art rhe Western Life Indemnity of Chi-| HARTFORD, March 10.—Following Robert H. Beard of Chicago, general 
the cago and the Union Lite of that city the decision of directors of the Aetna | agent of the Pan-American Life, gave 
‘ter have merged and will take the name of | Life at a special meeting yesterday to a luncheon hursday noon in honor o 
on the Western Life Insurance Company. | recommend increasing the capital of | Vice-President E. G. Simmons and As 
bor 4. |. Hereford, the head of the Union | the company $15,000,000 through the sistant Superintendent of Agencies Ted 
a Life, becomes president and general | erate appa of 50,000 additional shares Ot! M. Simmons, who are making a trip 
f i | stock, par value $100, to be sold at $200, | through the agency field. Mr. Beard has 
manager of the combined company. be ae ag hn = Bye ugh the agenc) 
Gen. George M. Moulton, the president resic “d "Bie a A ae bile -_ a ho the largest producing agency of the 
of the Western Life Indemnity, be- ee oe "hich is other a company outside of the home office 
comes vice-president of the Western p Ba, "Ge patsy —_ p> = »y the | agency in New Orleans. He has gotten 
he Life. Frank H. Pethydridge, the finan- ~ seam ae rag Je place¢ On 4/1 together a fine body oi men who are 
ck cial broker, is made secretary and At- | roughly sound basis. | going strong. — March is “President's 
S. torney John B. Seese has been elected | Examination Being Made | Month” with the Pan-American Life in 
k, treasurer. Mr. Hereford is also presi- pes nye : honor of Crawford H. Ellis, who is one 
u dent of the Union Casualty, which An examination of the affairs of the | of the big business men of the south. 
in writes health and accident insurance. Automobile is now being made, follow- | He is vice-president of the United Fruit 
le . ing which an underwriter of broad ex- | Company and is a director of a number 
3 Has $7,500,000 in Force perience will be secured to direct its | of other enterprises 
e The Western Life Indemnity has in | affairs. Commissioner Dunham of Con Estimates Chicago Life Values 
bi force about $7,500,000. The Illinois in- | necticut has been in touch with the . 
surance department examiners are now | Situation tor some time past and is co Dr Simmons in his talk estimated 
going over the records preparatory to | cperating with the executives of the | that in the Chicago territory the lite 
passing on the merger. Mr. Hereford is Aetna Life group to place the Automo- | values amount to between $60,000,000, 
the son of A. L. Hereford, president ol | bile in an impregnable position. “ 000 and 3$70,000,000,000. ; Chere is a vast 
ri the Springfield Life of Springfield, Ill. Phe statement by President Brainard | amount of work to do in properly pro 
; : He has an organization of salesmen and | confirms the report quietly current that tecting the people. Dr. Simmons said 
has given much attention to readjusting | search was being made for some weeks, that Mr. Beard was very resourceful in 
life insurance and rehabilitating com- | past for a fire underwriter of country- | getting out printed matter and helps for | 
: panies. The Western Life will concen- wide knowledge and of strong execu-| the agent, some of which is being used 
‘ trate very largely on Chicago business | tive capacity, to define and administer for the entire field, 
' F and will do an industrial and monthly | a business-getting policy for the Auto Ted Simmons laid stress on the de- 


: pay business. id of sol ‘* 
: nity commenced operations in 1884. Its | and marine writing company, the Actna | health insurance and giving a m 


business during recent years has been Life group includes the Standard Fire | protection. 

largely insurance absorbed from other | of Hartford, control of which is_pur- 

institutions. chased some months ago, and which it | 
The home office will be quarters of | operates as a running mate to the Auto-| tected by the announcement but 

the Union Life, 360 North Michigan mobile. _ | Life went off about 40 points 

avenue, Chicago. | Stock of the Automobile was not af-! local stock exchange 








Leading in Oklahoma 
Our Home State 


: By a Million and a Half 








A review of the 1925 statement of the Mid-Continent Life brings out 
most forcefully its healthy condition and the rapid strides that it is making. 


Over fourteen million dollars of new business was written during the past 


ML 


year. Insurance in force was increased by over eleven million dollars, 
which indicates a very low lapse ratio. Altogether, 1925 was a good and 
profitable year for the Mid-Continent Life and its producers. 

Twenty millions of new business in 1926 is the goal. We are confident 
that such an amount of business can be written. We would like to have 
you help us attain it. Splendid opportunities are open to good men in the 
Mid-Continent field. 


ST 


OKLAHOMA CITY 





TWO COMPANIES MERGE | AETNA. LIFE INCREASE BEARD’S AGENTS DINED 
oe HEREFORD PRESIDENT REHABILITATE AUTOMOBILE HOLD A PAN-AMERICAN RALLY 


Western Life Indemnity and Union | Additional Stock to Be Issued and New Vice-President E. G. Simmons and As- 


gents 


Under One Head Fire Company T. M. Simmons Guests of Honor 


The Western Life Indem- | mobile. In addition to the latter fire | sirability of soliciting accident and 


an full 


Aetna 
on the 


TTT TT 


MERGER NOW COMPLETE 


NORTHWESTERN LIFE EXHIBIT 


Combined Company Has $10,000,000 of 


Insurance in Force and 
Assets 


OMAHA, March 11.—The Union Re 
serve Life of this city has been merged 
with the Northwestern Life of Omaha 
and the latter company’s business is thus 
increased $1,000,000. It now has $10, 
000,000 in torce. The Union Reserve 
began business Aug. 1, 1925 
ests which recently purchased stock con 
trol ot the Northwestern Life from for 
mer President. Clyde G. Smith are rep 
resented by the following named officers 
G. Storz, president; R. H. 


president and treasurer; 


Ward, vice-president and 
Charles Gardner, vice-president, and E 


C. Hoskins, vice-president 
in charge of the agency 


$200,000 


Big Day’s Business 


the Michigan agency of 
Life of New York. On 


participated in the writing 
ations tor a volume of 


} : 
HUSINCESs 


Gleanings from 


the 1925 Statement 


$34,512,895.00 


Insurance in force at the end of 


1925 
over 


New 
ered 


This 


over 


This represents an increase 
1924 of 
27% 


$11,765,695.00 
business issued and deliv- 
in Oklahoma during 1925. 
is an increase of 
the 1924 figure 


$2,153,657.28 


Gross admitted assets, an in- 
crease over 1924 of 


Sur] 
tion 
The 


$400,000.00 
$212,718,097.00 


lus to policyholders in addi 


to reserve required by law. 
reserves run about 


$1,900,000.00 


MID-CONTINENT LIFE 
INSURANCE COMPANY 


work, is the 
former secretary of the Universal Life 
of Dubuque, Ia., and Messrs. Gardner 
and Hoskins are field representatives of 
the company, the latter being located at 
Fort Dodge, la The combined assets 
of the Northwestern Life are now about 
$1,000,000, with a surplus of about 


March 1 was the 16th anniversary of 
Robert M. Ryan’s splendid leadership oi 
the Equitable 
that day the 
agency staff hung up a record for a sin 
gle day’s business that will challenge 
comparison with any record hitherto 
made. On that single day 
of 209 appli 
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Storz, vice 
Charles E 
secretary; 


Mr. Ward, 


90 agents 


$860,804 of 
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the man 


Duluth. Minnesota? 


One of the Full Level Premium Legal 
Reserve Companies, well and favorably 
established in the city of Duluth, has a 
real opportunity for the right man. Due 
to unavoidable circumstances, a man is 
needed at that point to take charge as 
General Agent. This Company is not 
unknown in Duluth, in fact it has sev- 
eral hundred policyholders in the city. 








If your training and experience quali- 
fies you to handle sucha position, write 
fully stating your qualifications. Your 
letter, of course, will be held in strict 
confidence. 


Address R-6 
Care of National Underwriter 














Over $100,000,000 Insurance in Force 


jRemunerative and pleasant agency connections available in 
‘Texas Indiana, Tennessee and Minnesota are open to the right 
men. For information address 
CLARENCE E. LINZ 
Vice President and Treasurer 
allas, Texas 








HAD NOTABLE PROGRAM 


ENJOYED A BIG ATTENDANCE 





Cyrus H. K. Curtis, Frank L. Jones and 
John M. Holcombe Addressed 
Los Angeles Agents 





LOS ANGELES, March 10.—More 
than 500 members and guests attended 
the dinner- meeting of the Life Under- 
writers’ Association of Los Angeles last 
Thursday. The program offered a gal- 
axy of speaking talent, both from within 
and without the life insurance profession 
and it was a most enjoyable session. 

The first speaker introduced was 
Cyrus H. K. Curtis, publisher of the 
“Saturday Evening Post” and the “La- 
dies’ Home Journal.” He talked infor- 
mally of “Guide Post on the Road to 
Success,” and his remarks dealt largely 
with the history of the “Saturday Even- 
ing Post” from the time of its purchase 
by him in 1897. 


Holeombe Urged System 


John Marshall Holcombe, manager of 
the Life Insurance Sales Research Bureau 
of Hartford, was the next speaker, on 

“Modern Lights on Life Underwriting.’ 
In connection with his remarks, Mr. 
Holcombe briefly outlined the general 
principles upon which the work in which 
he is engaged is based, and particularly 
those phases dealing with the work of 
the agent in the field. This introduction 
was tollowed by directing attention in 
detail to the foundation upon which suc- 
cessful life insurance salesmanship is 
built. The three corner stones of the 
structure, he said, are faith in your busi- 
ness, faith in your company, and faith 
in yourself. Basing his presentation of 
the subject largely upon these factors, 
Mr. Holcombe explained in detail some 
of the reasons why so many men fail 
during the first year of their experience 
in the sale of life insurance and abandon 
the work, and also outlined the reasons 
responsible for the success of those who 
make good. A number of instances from 
actual experience of field men forcibly 
illustrated the points which were brought 
out. The latter part of his address 
voiced a stirring appeal for the observ- 
ance of more systematic methods of 
work by life underwriters who are am- 
bitious to succeed. He also referred in 
no uncertain terms to the surprising de- 
gree in which old policyholders are 
neglected by the agents who initiate the 
sale of protection to them, and the man- 
ner in which this negligence is revealed 
when a policy becomes a claim and the 
claim papers show the subsequent issu- 
ance of additional insurance by other 
companies. 


Frank L. Jones Spoke 


Frank L. Jones, president of the Na- 
tional Association of Life Underwriters, 
was the principal and final speaker, his 
topic being * ‘Some Social Aspects of Life 
Insurance.” Beginning with. the premise 
that “No individual is unto himself suf- 
ficient,” Mr. Jones showed conclusively 
the wonderful benefits of the institution 
of life insurance and their great value in 
solving the various problems that arise 
as a result of the existing group rela- 
tionship. This relationship was traced 
from the birth of the individual as a 
member of the family group and thence 
through life in the school, the church, 
the college, and all the various activities 
of the individual that find expression in 
relation to groups of which he or she 
is a member. He emphasized the fact 
that hundreds of thousands of young 
people ‘are receiving high school and 
college education because of funds pro- 
vided by the institution of life insurance. 
He also directed attention to the great 
value of group insurance, of which he 
gave a brief history, as a factor of the 
greatest value and importance in solving 
the problems of employer and employee. 
Continuing, the far-reaching importance 
and value of life insurance investments 
in the building and equipment of trans- 





RULE AS TO TO RESERVES 
NON-CANCELLABLE CONTRACTs 
Superintendent Beha of the New Yor; 


State Insurance Department Sends 
Out Instructions 





Superintendent Beha of the New Yor, 
department makes known his ruling a, 
to reserves on non-cancellable acciden 
and health insurance. He States that the 
Hunter tables will be used in calculating 
the reserves. His ruling is as follows: 

“During recent months I have given 
a great deal of attention and careiy| 
study to the question of proper mini- 
mum reserves for non-cancellable accj- 
dent and health insurance. Item 251, 
on page 5 of the miscellaneous annua] 
statement blank calls for the additional 
reserve on non-cancellable eccident and 
kcalth policies. This devartinent is e 
deavoring to carry out the recommenda. 
tions of the subcommittee on non-can 
cellable accident and health insurance as 
set forth in Appendix A of the 1924 
report of the committee on blanks, as 
adopted by the National Convention 0 
Insurance Commissioners. 

“Section 93, New York insurance lay 
prescribes the British Friendly Society 
tables with 3% percent interest as the 
reserve basis for sickness insurance, but 
gives the superintendent of insurance 
certain discretion. Reserves on _ such 
tables are of course considerably higher 
than reserves based on Hunter's disabil- 
ity tables. 

“I have decided that for the reserve 
valuation as of Dec. 31, 1925, this de- 
partment will accept as minimum re- 
serves on non-cancellable accident and 
health policies the following: 


Minimum Requirements 


“(a) As reserves on active lives, re- 
serves based on Hunter's table increased 
in case of waiting periods of less than 
six months in such a manner as the 
company’s calculations justify, to cover 
the cost of disability of less than six 


months’ duration. 
“(b) As claim reserves’ on disabled 
lives, reserves based on Hunter’s table 


of mortality among disabled lives, wi 
the exception that a reserve equiv sient 
to the prospective claim payments for 
one year to all policyholders who hav: 
been disabled for less than one year will 
be acceptable. 

“The maximum rate of interest in cal- 
culating reserves shall be 3% percent 

“It should of course be understood 
that the bases specified are for the ben- 
efits offered in the policies. For instance, 
if a policy does not provide for waiver 
of premiums during disability, no corre 
sponding reserve is required. On the 
other hand, if the coverage is to age 61, 
tables based on coverage to age 60 
should be modified accordingly. 

“I am satisfied that the bases pre 
scribed above are the lowest whic 
would be consistent with safety. In fact, 
I think it is decidedly preferable for 
companies to set up reserves which are 
higher than those based on the minimun 
tables prescribed above.” 





portation lines for the use of individual 
members of groups engaged in various 
lines of business in their interdependent 
relations was shown, as well as the help 
extended to farmers through the invest 


ment of large amounts of insurance 
funds in farm mortgages by various 


companies representing the instituti 
life insurance. 


Fred F. Peck’s Record 


On Feb. 2 Fred F. Peck of the Mutua! 
Benefit Life general agency at Mexic 
Mo., wrote 70 applications. While 4 
number of men have produced r 
applications in a day than this, it is ™ 
teresting to know that everyone of Mr 
Peck’s applications was prepaid in cas 
and on an annual basis. 











March ! 


MOVE 


Req uest 
Re 


BOS 
orders, 
lative | 
state h 
in supt 
to exte 
ness th 
ing po 
transiti 
of the 
of the 
or “co! 
termed 
panies. 


Fave 
opposi 
been g 
certain 
paid w 
now < 
work 
Table 
adequa 
using 
Congr‘ 
rates, 
of ext 
was a 
table 
of ext 
their 
those 
perien 
althou 
expres 
better 
than | 

Diff 

















March 12, 1926 


LIFE INSURANCE EDITION 








——— 


FRATERNAL BILLS UP 


MOVE ACTS AS BOOMERANG 


Request for Liberalizations Brings 
Reaction as to Privileges Now 
Enjoyed by Them 





BOSTON, March 11,.— Fraternal 
orders, appearing before the joint legis- 
lative committee on insurance at the 
state house last week, discovered that 
in supporting new legislative measures 
to extend the privileges of their busi- 
ness they were dangerously near a turn- 
ing point in their history, indicating a 
transition from the old fashioned idea 
of the fraternal benefit order to that 
of the old line life insurance companies, 
or “commercial life insurance” as they 
termed the business of the regular com- 
panies. 

Hearings Were Held 


Favorable consideration, without any 
opposition from the department, had 
been given to a bill, which would allow 
certain fraternals to grant extended or 
paid up protection. This privilege is 
now accorded those fraternals which 
work under the American Experience 
Table in case their financial standing is 
adequate. It has not applied to those 
using the National American Fraternal 
Congress table, which is lower in its 
rates, considered inadequate to perinit 
of extended and paid up protection. It 
was argued that those using the latter 
table should be allowed this privilege 
of extended and paid up insurance when 
their reserves were comparable with 
those using the American Mortality Ex- 
perience table. No objection was voiced 
although the department of insurance 
expressed the thought that it would be 
hetter if the act was mandatory rather 
than permissive. 

Difficulty appeared, however, when a 








| right to use the surplus already 
lected and in the mortuary fund for ex- 


| ciple. If 





second measure came up for hearing, 
permitting the distribution of surplus 
from the mortuary fund “to be used ior 
business expenses or charitable objects 
of the society.” Proponents of the bill 
argued that under the readjustment of 
rates made some few years ago many 
fraternals were now collecting in their 
treasuries more than the 105 per cent of 
the reserves required to meet the death 
claims and that it was desired to use 


| this surplus for extending the work of 


new members and for broadening char- 
itable work. Money for such purposes 
might be raised by extra expense as- 
sessments, but the plan of extra assess- 
ments was a detriment to the orders as 
it created dissatisfaction, was a talking 
point against the orders, and caused 
members to drop out. Under the law, 
it was claimed, an order could levy such 
an expense assessment and pay it itself 
out of the mortuary fund by a transfer, 
and it was claimed some orders did that, 
but it was roundabout and the fra- 
ternals felt they should be given the 
col- 


pense purposes, rather than levying the 
objectionable extra assessments for 
expenses. 


Questions Fraternals’ Privileges 


Commissioner Monk, admitting at the 
outset that he was only about one- 
fourth opposed to the bill, brought out 
very strongly, however, that the bill was 
one which involved a matter of prin- 
the fraternals were to be 
allowed to give extended and paid up 
insurance, and if they were to be al- 
lowed to carry an extra loading on 
the mortuary assessments and use it for 
paying agents to solicit business, for in- 
creasing salaries of officers, and for ex- 
tended charitable work, which latter was 
no part of the insurance plan, there was 
no reason why the fraternals, thus 
thrown into direct competition with the 
old line lite companies, shouid ot be 
obliged to have their agents licensed, 
pay license fees to the state and submit 





TO NORTHWESTERN NATIONAL 





Union Trust Company Entertains 
Agents—O. J. Arnold Completes 
Tour of Regional Meetings 





DETROIT, Mar. 7.— Northwestern 
National Life agents from all over Mich- 
igan gathered here for what proved to 
be a very successful agency convention 
of the Truman H. Cummings agency. 
The playlet “Where There Is a Will 
There Is a Way” was staged by the 
Union Trust Co. of Detroit which de- 
picted skillfully what life insurance in 
combination with a proper trust agree- 
ment can accomplish. 

President O. J. Arnold was present, 
thus completing a circuit of five regional 
conventions of the agents of the North- 
western National, all of which have been 
held in the past six months. Since as- 
suming the presidency last Oct. 1. Mr. 
Arnold has given close attention to 
agency matters, and has not only be- 
come well acquainted with the general 
agents, but through these regional con- 
ventions has formed valuable personal 
acquaintance with a great number of 
the companies producers. 


Conservation Is Stressed 


In his address Mr. Arnold stressed 
the conservation of business. He stated 
that matter of getting increased produc- 
tion for the company was this year be- 
ing largely left to the general agents, 
but he and the home office were com- 











ad- 
In a 


to such taxation and regulations as 
hered to the old line companies. 
word, the fraternals could not expec 
to be given the privileges of the old 
line companies and be free frem carry- 
ing the same berJens. 





servation. 
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| general 





ll 


bined to drive home the lesson of con- 
i He said that financial suc- 
cess in this business depends largely 
on the successful upbuilding of a re- 
newal income and cited specific examples 
from his experience of men who had 
build up large incomes of the “unmort- 
gaged” variety. 

Dr. Henry W. Cook, medical director, 
contributed some valuable points on the 
underwriting policy. John W. Keena, 
agent from Cincinnati, was a 
visitor, and was called upon frequently. 
He has had a broad experience and his 
contributions were helpful. Fred W. 
Potter, former superintendent of insur- 
ance in Illinois, gave a valuable series 
of talks from which much information 
was gained. Mr. Potter has been head- 
liner on three Northwestern National 
regional meetings. 

Other speakers were A. E., Cobb, 
Flint; Leon Perry, Pontiac; F. J. Seibel, 
Grand Rapids; Lena M. Cole, Flint; 
Joseph M. Beach, Iron Mountain Dis 
trict, and Manager Truman H. Cum 
mings, who conducted a discussion on 
business insurance which proved very 
valuable. 


Aetna Won't Build This Year 


The Aetna Life will not undertake the 
construction of its home office buildings 
on the Farmington avenue site in Hart- 
ford this year. Plans have been in 
preparation for a long time and accord- 
ing to a building trade publication pre 
liminary figures on the costs were 
recently solicited. 

President Morgan B. Brainard states 
that the beginning of building opera- 
tions this spring is not contemplated 
now and he explained that the company 
is making sure of its requirements and 
plans before undertaking the work. He 
said he could not say when the building 
would be undertaken. 

The Aetna Life made its original pur- 
chase of the future home office site in 
1921 and in January, 1924, acquired ad 
ditional land so that the company’s 
holdings now consist of 22 acres. 























Business in Force, $80,000 ,000 


For instance— 


A Prospect Bureau that really functions is among the practical field 
aids operated under the direction of the Company 


SPRINGFIELD LIFE SERVICE 


Agents in the field service of the Springfield Life Insurance Company will find 
the co-operation extended by the Home Office both helpful and profitable. 


, 


Also and equally important— 


Business will be accepted from all present policyholders, more than 70,000 
of them, and from members of their families, on the Non-Medical basis. 


All Standard Policies are written, with or without Total and Permanent 
Disability, Premium Waiver and Double Indemnity. 


THE COMPANY’S PREFERRED ORDINARY LIFE POLICY 


IS A BIG SELLER 


Admitted Assets over $6,000 000 


GOOD OPENING FOR LIVE AGENTS 





SPRINGFIELD LIFE INSURANCE COMPANY 7 


Home Office : 
Springfield, I11. 


C. HUBERT ANDERSON, Supt. of Agencies 








s Agency Department. 


Surplus Funds over $600,000 


A. H. HEREFORD, President 
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Connecticut General News 
Hartford, Conn. 


Your Clients Are Buying 
Accident Insurance 
Are you getting the commissions? 
And enjoying the complete confidence 
placed in the counsellor who sees and 
provides for insurance needs in a 
comprehensive way? 


Write for our Accident Selling Kit. 
It gives, in compact form, all you 
need to know to fit your life client 
intelligently with the right form of 
accident insurance. 


Address Connecticut General Life 
Insurance Company, Hartford, Conn. 




















A cross section of the 66th Annual Statement which shows, by growth, 
safety and low net cost, why the Guardian ranks as one of the strongest 
of the strong companies. 


NEW BUSINESS, about 50% gain........... $ 66,857,528.00 


INSURANCE IN FORCE, 16% gain.......... 290,912,305.00 
EE PUEDES 0.ccccncccccecccccecens 51,866,771.92 
I a 45,836,814.05 
SURPLUS AND DIVIDEND FUND, 

i cw euseasddwses 6,029,957.87 
1926 DIVIDENDS SET ASIDE, 

EN RE ee 1,983,000.00 


| 
The Guardian 
that offers 


| THE GUARDIAN 
| 
| 


Analyzing Success 





is growing more y than most old line companies, and in a way 
opportunities to men of the right calibre. For information, write 
T. LOUIS HANSEN, Vice-President 


LIFE INSURANCE COMPANY 
ounded 1860 under the Laws of the State of New Y 
50 UNION SQUARE, NEW YORK 


unusual 
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effectively 
One inch o 
application. 


Whatever you have to say to Insurance men, you can do it more 


through the advertising columns of The National Underwriter. 
ne column Want Ads are $5.00 an insertion. Other rates on 


National Underwriter, Chicago 











| REGULATION IS 
| 
| 


PENSION BILL IS COMPLETED 


Superintendent Beha’s Proposal for 


| Bringing Them Under Depart- 
ments Before Legislation 


| a 

| NEW YORK, March 11.—Details of 
| Superintendent Beha’s pension bill have 
|} now been completed and the measure 
| is before the state legislature for con- 
sideration. The bill seeks to amend 
the insurance law to bring under its 
provisions industrial retirement systems, 
which have been operated without regu- 
lation and direction in the past. This 
bill provides that a company’s employes 
or the employers or both jointly may 
file with the superintendent of insurance 
a declaration of intention to adopt such 
a system, signed by two officers and 
accompanied by a certified copy of the 
constitution or by-laws governing it. If 
the superintendent of insurance is satis- 
fied that the rates of contribution are 
adequate and the plan is sound, he may 
authorize this system to commence 
business. 


What Plan Covers 


The plan may not only cover retire- 
ment benefit, but also benefits on ac- 
| count of sickness and retirement by 
| reason of disability or death and may 
| provide withdrawal of equities on re- 
| 4 . 
| tirement for other causes. The bill fur- 
| ther requires that the funds shall be heid 
| independently of the funds of the em- 
| ployer. The investment shall be lim- 
ited by the rules governing those of life 
| insurance companies, All forms must 
| be approved by the insurance depart- 
| ment. Unless the benefits of the sys- 
| tem are secured by an authorized insur- 
| ance company, the system must maintain 
| reserves on the basis of an interest rate 
| not in excess of 4 percent and expe- 
| rience tables approved by the superin- 
| tendent. The property and funds of the 
| system would be exempt from taxation 
|} and from the operation of any law re- 
| lating to bankruptcy or insolvency and 
| there can be no assignment of any 
| rights in the funds. An anual report 
to the superintendent of insurance 
; would be required. 


Insurance Articles in Hearst Booklet 


| A booklet entitled “How To Get the 
| Most for Your Money” has been issued 
| by the Hearst International Publishing 
| Company to be distributed to readers oi 
the Cosmopolitan magazine who have 
| accepted the opportunity to obtain books 
| with subscriptions to the Cosmopolitan. 
A considerable portion is devoted to in- 
surance. There is an article entitled, 
“The A B C of Insurance” by Francis 
J. Reynolds. Vice-president Winslow 
Russell of the Phoenix Mutual Life 
contributed an article on “What Is the 
Value of Your Life.” 

Assistant Secretary C. T. Hubbard of 
| the Automobile has an article entitled 
“What Every Man and Woman Should 


| Know About Insurance.” There are 
|also several articles on matters of 
| budgeting and finances, making the 


book one of interest and help to insur- 
| ance circles. 














Address 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


ERNEST C. MILAIR, Vice-President and Secretary 











IMPORTANT ISSUES Up 


TEST CASE IS PRESENTED 


U. S. Supreme, Court Hears Arguments 
in Income Tax Suit Brought by 
New York Life 


Washington, March 11—Arguments iy 
the case of the New York Life for re- 
covery from the government of income 
taxes paid by mutual life companies 
were heard before the United States 
Supreme Court Friday. 

The case, which is designed to test 
the law, is to determine whether mu- 
tuals must include as income in any 
year over-payments of premiums by 
policyholders on so-called deferred divi- 
dend policies, and whether they may 
deduct from their gross income in any 
year an amount for amortization of se 
curities purchased at a premium. The 
question also involves the New York 
insurance regulations regarding reserve 
funds, as to whether the net additions 
required to be made to cover liabilities 
arising from unreported death 
claims and annuity contracts with the 
companies’ agents are “reserve funds 
required by law” under section II (B) 
of the revenue act of 1913. 

The company contends that the law 
as now construed discriminates be- 
tween companies, imposing a tax upon 
it which is not also imposed upon mu 
tuais which issue only annual dividend 
policies, and is also a_ discrimination 
against policyholders. 

Ohio State Campaigns 

The Ohio State Life agency at Cleve- 
land is putting on a special campaign in 
honor of Representative Leopold Szeg 
who has the distinction of having pro 
duced every week for 204 consecutiv 
weeks, ever since he has been connected 
with the company. One feature of Mr 
Szego’s work is that all his insurance is 
written within 30 minutes of his home 
He does not find it necessary to go far 
to secure applications, he has pointed 
out. In January the Cleveland agency 
ranked first in new business paid at the 
home office, and Mr. Szego headed the 
list. The Cleveland agency and the 
Lima agency, which is putting on | 
campaign in honor of Charles W. Hali- 
hill, a director of the company, are en- 
gaged in a spirited contest for new 
business in March. The Pittsburgh 
agency is seeking $150,000 this month 
in a canvass in honor of President John 
M. Sarver, while the Youngstown 
agency, under Miletus Garner, a well 
known insurance man, exceeded $100,000 
in February and is going after $200,000 
in March, 


loss 


Much Business Insurance 

Last year, the Prudential reports that 
more than $40,000,000 in business insur 
ance was written by the company on 
lives of business executives in amounts 
of $25,000 or more. In addition to these, 
there were many other policies for lesser 
amounts placed for the same purpose 
The Prudential states that insurance for 
business purposes is gaining in volume 
in all companies. 


To Hold Iowa Convention 
G. M. Buck, Iowa superintendent o! 
agents for the Central Lofe of Iowa, an 
nounces that his company will hold its 


annual convention for Iowa ageuts ™ 
4 . -_ y 1) 95 
Des Moines March 26-27. When 129 


lowa agents are expected to attend. 1 he 
program will be devoted mainly ¢o sell- 
ing methods. 


Linked Up with the Home 
A booth, showing how insurance 
linked with the home will be arranged 
by the Albert L. Mielenz general agen) 
for Aetna Life in Wisconsin and North- 
ern Michigan, at the fourth annual home 
show to be held in Milwaukee, Mareh 
13-20, under the auspices of the Mil 
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waukee Real Estate Board. 
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Business issued in 925 and amount in force December 31, 1925, in various commonwealths | 





Le 








__ 


OLL 


Amer. 
Atlas Life. abne ae « 
Arkansas State. 
Bus. Men’s Assur.. 
Bankers, Neb.. 
Continental, Mo.. 
Columbian Natl 
Empire Mutual... 


Farmers Natl........ 


Franklin Life 


Farmers & Bankers. 


Fidelity Mutual.. 
Great Western... 


Great Northern, W 


Great Republic... 
Illinois Life 


Kansas Life......... 
State..... 


Louisiana 
Mutual Life, N. Y. 
Merchants, Ia.. 
Missouri State. 
Missouri State. 





Mas 
Midland Life. 


Natl. Life, U.S od 
New York Lite’ cnn o4 
No. Am. Natl., Neb.. 
Natl. Life & A.,...Q: 
Natl. Life & A..... I, 
Old Ameriean....... 
Ohio State .......... 
Phoenix Mut........ 
Prudential ........0 
Prudential ........ G. 
Prudential ......... I. 


Register Life..... 


Security Mut., Neb.. 


Southern Union... 
Springfield, Ill..... 
Travelers ....... 

Travelers .......-. 
U. S. Natl L. 
U. 8. Nath L. 





& C.. 


Natl., Mo..... 


sachusetts sii 


& C.. 


AIIOMA 


New 
Business 
210,596 
3, 467,961 
050 


is. 


In Force 


1,320,095 
10,387, 281 








MICH 
a 
Amer. Bankers ...O. 264,442 2,605,036 
Amer. Bankers I 592,395 591,967 
Atlantic Life ....... 131,392 621,33 
Comtrel BAGO ccceccces 3,053,335 3,764, 008 
Eureka-Maryland 57,000 423,000 
CGN EEE saccoses aerate 919,444 
International, Mo. 738,7 3,235,019 
Metropolitan ..... oO. 44, 973, O39 197,070,165 
Metropolitan ..... G 8,245, 758 13,527,338 
Metropolitan ..... I. 43,656,762 146,706,817 
Morris Plan .......-; 4,480,650 4,472,200 
Providers re wseuen 198,750 657,425 
United L. & A. ..... 2,437,350 4,322,350 














WISCONSIN 


EE ——————— — - 























Acacia Mutual. . 000 3,548,100 
Columbian Natl.. 0.12, 533° +34 34,247,022 
Columbian Natl.... 3,997 
Central, Ia..... 8,950,704 40,575,069 
Fidelity Mutual..... 81,442 1,029,044 
Fidelity Mutual..... 6,402,895 45,722,112 
Franklin, err 1,668,452 4,935,626 
Great Northern....O. 2,776,920 18,952,019 
Great Northern....G 21,700 105,450 
Mutual Trust ....... 2,365,345 8,914,198 
Metropolitan ..... 0.17,816,127 97,082,181 
Metropolitan ..... G. 3,595,202 7,480,214 
Metropolitan .-1.18,027,050 73,368,517 
a, aE 10,943,767 56,169,942 
Mutual, N. ¥..... . 86,004,906 617,513,110 
Natl. Guardian...... 6, 636,83 0 29,629,351 
Northw. Mutual..... 30,325,250 257,839,984 
Old oO rene 6.070 912,252 
Old Line, Wis....... 8,052,666 51,311,218 
Prudential ......., 1.24,849,943 126,646,175 
Prudential ........0.22,848,175 112,599,558 
Pr a rrr G. 3,106,300 6,770,975 
OGRE DNs cc <naccée 1,474, 500 9,848.27 4 
State Mutual, Mass. 13, 702,267 6. 2,396 
United States. eee 034,313 6.976.995 
} 
NEW YORK ‘| 
Amer. Ins. Un. ..... 2,800 3,460,995 
Aid As, Luth., ” Wis.. 298,000 1,945,331 
A. 0. U. W. , Conn. 308,000 1,043,172 
Berks shire 7 32,800,132 
Bro. Am. Yeo 803,545 
Brith Abra, be PED +4 
Colonial, N. J. 50,5 2,016,659 
Colonial, M. J. - 1. 11,846,294 31, 746.488 
chi. Frat. Life, Iil.. 496,750 2°547,935 
Church Life ...... Oo. 2,055,000 2 700 
Church I: satecteteetal G 9,500 100,500 
Prat OMe Gee iseccer 20,250 2,332,304 
viet Cath, St. v. «. 247,000 2,050,000 
armers & Trad. 4,806,171 12,238,921 


New 
Business In Force 
I. O. Foresters ..... 1,076,250 13,624,017 | 
Jewel. Safe. Fd. .31,711,700 27,183,950 
Jew. Nat. Work. Al.. 190,350 785,900 
Line. Frat. Ben. .... 916,800 749,200 
Mod. Wood. Am. .... 2,861,000 36,004,500 | 
Morris Plan ...... O. 6,710,650 7,175,750 
Morris Plan ...... /_  pnesace 3,200 
Ch, Meme BO wccccce 112,350 472,650 
Poel, Um. Amer, ..0c- 588,250 6,764,285 
Polish R. C. Un. .... 639,450 9,913,050 


Royal Neigh. Am. .. 576,000 7,039,500 





Sup. L. Fr. Home... 255,950 1,908,056 
St. Law. Life As. ... §22,213 876,758 
Tr. Ben-Hur, Ind. .. 165,706 3,093,929 
Teachers Ins. & A... 577,710 2,903,581 | 
Union Central ..... 39,690,945 194,591,481 | 
Ukranian Work. .... 166,200 898,000 | 
Ukranian Nat. ...... 309,200 2,435,850 
Western Union ..... 514,894 649,460 
Wood. of World .... 1,449,250 13,925,385 
Wom. Ben. As. of M. 712,650 15,255,314 
Ween. Glee. seliszecess 767,100 11,901,400 
Work. 8S. & D. B. Fd. 
ih. Me 2548%4ebn0e00 280,250 4,657,750 
Work. Coop. Assn. .. 824,282 1,410,472 
PENNSYLVANIA | 
i} 
= — i] 
ND . « 04.0696 32,284,600 
Baltimore Life ..O. 13,971,279 
Berkshire Life ..... 29,251,256 
Cleveland Life ..... 290,189 
|} Colonial Life ....... 1,460,992 
Conn, General ...... 60,640,820 
Conn. General ...G.: 66,627,359 
CEES wevecerecess 19,818,523 
| Continental, Mo. . 110,965 
Eureka-Maryland. G. 63,350 
Eureka-Maryland ... 7,983,524 | 
Eureka Maryland. .I. 10,318,214 | 
Farmers & Trade.... 6,259,100 
Gerere ESTO cccccecs 15,851,391 
Home, Dela. ...... I. 28,533,683 
Home, Dela. ........ 33,174,299 
Home Friendly ...I. 1,124,328 
International, Mo. .. 5,203,394 
Inter-Southern ..... 759,500 
John Mitchell ....G. 1,825,000 
John Mitchell ...... 180,500 
Jefferson Standard.. 289,400 
on, Sn scvecese 4a 14,173 
Manufacturers, Can.. 409,030 
North American, [1l.. 959,451 
Northw. Nat. ...... é 2,113,084 
Old Line Life....... 3 569,017 
Pennsylvania Mut. .. : 3,855,815 
Peoria Life ......+0- 360, 613 594,318 
Penna. Mut. .......I. 5,538,094 16,469,165 
| Penna. Mut. ...... G. 3,300 49,100 
Royal Union ....... 1,1 60, 277 9,020,847 
Scranton Life ...... 34,051,055 
Standard, Pa. ...... 21,040,256 
Security, Va. ....... 2,263,856 
Union Central ..... 65,548,870 


6,056,116 
140,250 
340,033 


United L. & A., N. H. 
U. S. Nat. LL & C.... 
U. S. Nat. LL & A 


i | 





























SOUTH DAKOTA 

l 

Acacia Mut........:; 39,000 40,500 
Am. Old Line....... 34,500 204,000 
CORO, TR eee cnncn 840.33 2,296,848 
Central States ..... 18,000 838,514 
Continental, Mo..... 555,033 8,196,475 
Great Northern...... 4,000 1,500 
| Great Western...... 6,500 17,500 
Internat., Mo....... 1,153,850 7,390,150 
N. American, Ill 89,500 1,290,002 
Northwestern, Neb 34,500 34,500 
oe GO ..cbene< 235,099 1,149,447 
Prov. Mutual...... 40,500 393,143 
Mountain States.... 434,850 349,200 
Nat. Fidelity ..... ‘ 99,594 765,847 
National U. S. A.... 855,120 2,377,936 
| Northwestern Nat 2,658,338 12,827,952 

NEDRASK 

Ja = i 
U. S. Nat. L. & ¢ 5,000 5,000 | 


, Dh aseeees 5,269,800 
l 





Michigan Mut. ,445,007 
| Great Western...... 125,250 
DE, Die Becccce 20,184,976 
| Lincoln Lib......... 10,165,509 
Midwest, Neb. ..... 19,363,798 
Bankers, Neb. ...... 59,645,621 
Pon Db sseseess 387,055 
Midland Nat. ...... 102, 000 137,847 
eh. i Masseeens 158,288 1,469,229 
Merchants, Ia. ..... 115.550 836,516 
Union Reserve...... 515,000 515,000 
Royal Union........ 188,046 2,755,097 
| Reinsurance, Ia.. 1,169,832 2,870,496 
Register, aap 83,000 83,500 
Omaha Life ........ 2,572,309 11,734,068 
State Mutual ...... 715,157 6,268,501 
St. Joseph, Mo...... 255,500 1,287,367 


DIVIDENDS EXCEED 
DEATH CLAIMS 


Every year since 1920 Midland 
policyholders have been paid more 
in dividends than the total sum 
paid to the beneficiaries of those 
who have passed on. Perform- 
ances have always exceeded 
promises 

We have many more interesting 
things to tell you about the Mid- 
land. Send for our booklet, ‘Getting 
acquainted with the Midland.” 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises”’ 

















The Business that Stays 
is the Business that Pays 


It has been found that the majority of lapses occur during the 
first two years of the policy. If you can get your policyholders 
over the second year—they are very likely to stay on your books 
-and it is these renewals that pay. 


The Coin Controlled Clock requires 
the insertion of a coin each day in 
order to keep it wound, and this 
encourages and makes necessary 
the small daily saving which will 
assure payment of the premium. 


The Coin Clock Service Company 
offers complete plans and methods 
for the effective use of the Coin 
Controlled Clock. To obtain full 
details use the coupon. 





The Coin Clock Company 


1620 East 45th Street, 
Cleveland, Ohio. 


I am interested in the COIN CONTROLLED CLOCK 


to assist me in increasing Life Insurance Sales. 











Please send me one for inspection for which I agree to 





pay the sum of $3.00 or return it within ten days. 
ieee o8 CR. ccccccccccsecescccconcescoscess 
lasse Tineee,. ..cccaccncconeseseccnsendsnsiercncenesannensensees 
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SEE BIG INSURANCE 
FUTURE IN FLORIDA 





Entire State Greatly Under-De- 
veloped for This Business 
Thus Far 


TURN FROM REAL ESTATE 


Slowing Up of Market Brings Excellent 
Material to Develop Fire, Casualty 
and Life Business 


JACKSONVILLE, FLA., March 10. 
—An interesting condition is noted in 
Florida in connection with the slowing 
up in the sale of real estate which set 
in a few weeks ago. Commencing with 
the peak of the boom last July and 
August, and, in fact, before that, sales- 
men in every line including insurance, 
were hard to keep because as soon as 
they struck Florida they left to become 





real estate salesmen, either on their own 
account or for one of the big subdivi- 
sions or development companies. 


Now Turn to Insurance 


The number of real estate salesmen 
in Florida is incredibly large, towns of 
from 10,000 to 20,000 population having 
between 500 and 1,000. These for the 
most part are experienced men, many 
having been traveling men. Whereas, 
it has been difficult to get men to sell 
insurance, now it is said they are break- 
ing into the business in large numbers. 
In one small city one of the regular 
agents listed 12 new men in the past 
month, all recruited from real estate. 


Florida Is Underinsured 


The growth of most Florida cities 
and towns has been so rapid that the 
state is way undersold on insurance. 
Telephone and other directories are 
away out of date and it is difficult to 
list prospects. Many people and offices 
do not have telephones at all and the 
telephone company is often way behind 
in its installations. This makes for one 
peculiar condition: the streets are clut- 
tered up more than usual because peo- 
ple jump into their machines and make 
personal calis instead of using the 
phone. This again increases automobile 
accidents and automobile insurance 





rates. The liability rate on a Ford, 








$5,000-$10,000 limits, is increased from 
$15 to $21 and full collision coverage 
from $72 to $127 for a closed Ford. Of 
course, with the first $50 exemption it 
is much less. 


Big Business Available 


Although there are not many large 
manufacturing or other large risks in 
Florida, compared with northern indus- 
trial states, the insurance premium in- 
come must be increasing tremendously 
and some agencies are becoming very 
large. The story is told of a West 
Palm Beach agent who wrote for a sin- 
gle fire company $20,000 premiums last 
November and who will run over $100,- 
000 premiums for this company this 
year. An agent in Fort Myers on the 
West Coast, one of the smaller cities, 
did $112,000 in fire and casualty pre- 
miums last year and his was not the 
largest in the city. Fire rates in Florida 
are high. There is no minimum dwell- 
ing rate and in Fort Lauderdale, for 
instance, there is no dwelling business 
written at less than 50 cents. In one 
business block the rate is $6 per hun- 
dred and in the block across the street 
$2.80. Agents complain that rates vary 
greatly, but recognize that the rating 
bureau cannot possibly keep up with 
the changes and developments. In many 
towns the water supply is uncertain and 
the water mains and fire department 








advantages of 


enter additional states. 


with us. 


ment. 











Perhaps the most comprehensive field 
development program in existence today. 
One phase is described in this advertise- 


Are You Business Man 
or Professional Man? 


AVE you ever wondered what definite things you might do in order to 
1 bring your work and yourself up to the professional standard and enjoy the 


the doctor and the lawyer? 


There are several specific things which bring that about. 
the Personal Proposal Sheet used by agents under the American Central Plan. 


This is a part of the Plan. 


We are now operating in twenty-three states and under certain conditions will 
Details of the \merican Central Plan and our methods 
of operation will be given gladly to any 0 1¢ interested in considering a connection 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE CO. 
INDIANAPOLIS 


ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 








The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


One of them is 








NUMBER TEN IN-A 


SERIES OF 


INFORMATION ADVERTISEMENTS 














—————————— 





equipment have not kept up with the 
growth. Another factor is that th 
buildings are usually widely scattered 
with many vacant lots between and thic 
means an unusually wide area to be 
protected for the size of the town 
With a poor telephone service and ap 
inadequate alarm system, this makes {o; 
a deficient fire system. 


Lean Companies Control 


The banks, as a rule, do not Joan 
money on the lot value at all and onl 
up to 60 percent of the building value 
This places the loans in the hands of 
the loan companies who also control 
the insurance, so that in many cases 
the ostensible owner of a property does 
not control the insurance and the agent 
must get into touch with the loan com- 
panies; in fact, the latter usually have 
agencies of their own. With a few ex- 
ceptions the insurance agencies are in 
real estate offices, although the devel- 
opment companies handling large crews 
of salesmen do not usually bother with 
insurance, especially as they sell only 
lots for the most part, anyway. There 
is naturally more or less complication 
in writing policies because of the differ 
ent forms of sales contracts, mortgages, 
notes, etc. 


Many Northern Agents 


Many northern insurance men will be 
found in the insurance business in Flor- 
ida. A northern agent will wish to come 
south for some reason and will naturally 
turn to the insurance business and fre- 
quently take on the same companies he 
had in the north. The casualty business 
is being very rapidly developed, al- 
though many agents are handicapped 
by not having had casualty experience 
There is considerable plate glass and 
burglary business and also trip transit 
and travelers insurance. Much life in- 
surance is being written and more wil! 
be written from now on as experienced 
salesmen become available from the rea! 
estate offices. 


Big Life Insurance Field 


In life insurance, unlike fire, the busi- 
ness to be had is practically unlimited. 
Not only have the residents of Florida 
made stacks of money through the rise 
in real estate values, but there is a 
northern tourist for every citizen of the 
state and these visitors have plenty ot 
time to talk life insurance or anything 
else, besides usually being people oi 
means. 

While it is generally conceded that 
real estate values in Florida have gone 
too high, both for city and improved 
and unimproved outside property, and 
that these high values have had their 
influence in reducing the northern tide 
of tourists to the state, there is a steady, 
substantial growth in all sections of the 
state, irrespective of the boom. Many 
claim the state would have grown more 
rapidly if the real estate salesmen had 
not flocked in in such numbers, as their 
coming, of course has inflated prices t 
such figures that the farmer can no 
longer see a profit in developing a farm 
in Florida and the town investor finds 
all the normal profit appropriated b 
the real estate man which might have 
zone to the actual developer. 

In other words, the normal profits to 
be made in the development of a new 
state have gone into the hands of the 
middleman and have been taken for the 
most part before the developments have 
actually been made. This will make the 
real development of the state slower 
than it would have been under norma! 
conditions. While this is the view 0! 
some, no doubt there is something to 
he said on both sides of the question 
"*« wanld seem to apply, however 
much of the propertv that has been 
sold. The state is going ahead, despite 
the handicap of its too numerous real 
estate salesmen. 


Walter MeGoldrick, one of Memphis 
most npepular insurance salesmen, who be- 
fore his entry into the insurance busi- 
ness was for several years membership 
secretarv of the Y. M. C. A. there, died 
in the United States Veterans’ hospital! 
last Thursday. Mr. McGoldrick was with 
the Minnesota Mutual Life at the time 
of his death. 
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Urge Agents Stick 
to the “‘Line”’ that 
Brings Them Results 


T the southern Ohio sales congress, 

T. C. Rice-Wray, general agent | 

for the Mutual Benefit at Detroit, gave 
an interesting talk on his methods of 


American Central 


selling life insurance under the subject, | 


“Indirect Selling.” 

The opening statement he made to the 
underwriters was: “When you find the 
right idea, stay with it. Don’t change 


Adopts Loose Leaf 
Catalogue System 


HE American Central has placed a 
complete loose-leaf catalogue oi 
agents’ supplies in the hands of its field- 
men, at the same time discontinuing the 
old and common practice of giving the 
new appointee a voluminous kit of sup- 


| plies. 


your line ‘of attack if you find that the | 


one you use brings results.” Selling, 
according to Mr. Rice-Wray, is a sim- 
ple process, though most 
think there is something mysterious 
about the art. His advice is 
down to fundamentals, and simplify 
sales talks,” so that there can be no 
chance for the prospect’s misunder- 
standing what is told him, and so that 
the time of both parties to the inter- 
view will be conserved. One trouble 
with many solicitors is that they are 
continually changing their selling talk 
because it seems old to them. But they 
must remember that it is 
the auditor. 
tell each prospect frees the mind of the 
salesman so that he can watch the buyer 
and judge the effect of the message on 


him. 
Service Is Keynote 


After all, the salesman has but two 
tasks: to ‘pick men to call upon who 
have needs that life insurance will ful- 
fill, and to get comprehension to the 
buyer. The first is not at all difficult. 
The chief job of the agent is to educate 


himself to render comprehensive serv- | 
ice. In his own word, Mr. Rice-Wray | 


has devised a standard approach upon 
which he builds an estate service. 

When in the presence of a prospect, 
he pulls out a bank statement, with the 
remark, “I want to show you some- 
thing.” The statement has stamped upon 
it wording which permits a wife to draw 
checks against her husband's bank ac- 
count, and points out its use in event 
of death. He makes the point that at 
death many widows are forced to con- 
nive with the undertaker for an over- 
charge so that there may be available 
cash, a most humiliating circumstance 
that can be avoided by a moment’s fore- 
thought. This naturally leads to the 
question of a will. 

“But one man in 100 has made a will,” 
said Mr. Rice-Wray. “The state of 
Michigan will make a will for you, but 
it won’t make it the way you would 
probably want it. i 
what you have. Having talked to many 
successful men, I have had more than 
usual opportunity to learn what they 
wish to provide and how they do it. 

Experience shows that but few men 
know how they want their wills made. 
They are so busy with the affairs of the 
moment that their minds have had little 
or no opportunity to think about the 
disposition of their wealth. The first 


beginners | 
| to the stock, the catalogue 
“to get | 


The new catalogues list supplies con- 
sisting of ratebooks, blank forms, sta- 
tionery, agents’ helps, publicity and ad- 
vertising enterprises, sample policies, 
sales-leaflets, etc. 

As forms are discontinued or added 
pages on 
which they appear are to be reprinted 


| and mailed to the holders. Since the book 


: is not old to | 
Having a similar story to | 





| of printed circulars etc., 


is in loose-leaf form, it will be an easy 
matter for the field man to remove 
pages containing obsolete material and 
substitute up-to-date reprinted pages. 
For convenience in ordering supplies 
with which the agent is not familiar, a 
brief description of each form listed ap- 
pears beneath its name in the catalogue. 


Advantages Pointed Out 
Advantages of the catalogue system, 


as compared with the former method of 
issuing a number of copies of each 


| article to every agent in the field, ac- 


cording to the officers can readily be 
seen. An agent is not burdened with 
a mass of material of which only a com- 
paratively small portion is adapted to 
his own particular needs. With an up-to- 
date catalogue in place of a large supply 
the field man is 
in less danger of utilizing material and 
supplies which have been discontinued 
or replaced by something better. 


FOUND GUILTY OF CONTEMPT 


| Former Officials of the Public Life of 


|a new group of officers. 


Will-making saves | 


| W. Konzelman, J. R. White, C. L. 


step is to make an inventory which is to | 


be revised every six months. Mr. Rice- 
Wray has developed an inventory form 
which is designed to show his prospect 
the value of his estate today as a “going’ 
business, its value without his life, and 
its income producing ability. With this 
information, he asks: 


Plan Future Course 


“Do you know what the value of this 
property will be in 20 or 30 years? Do 
you know what its income producing 
value will be then? Don’t you think you 
ought to have something your family 
can rely on?” 

Men save and accumulate without any 
analytical thought as to why they do it. 


They have never studied the reasons 
why. But there are definite reasons— 
many of them. Boiled down, they are 


Primarily (1) to increase earning power 
and income, (2) pride, (3) family safety, 
and (4) independence. Since life insur- 
ance builds and makes permanent sav- 
Ings it is an inv aluable and indispensable 
Portion of every man’s estate. In addi- 


| future which may be known today. 


Chicago Charged With Violating 
Injunction Order 





Alfred Clover, the founder and former 
president of the Public Life of Chicago, 
together with 14 former officials, were 
found guilty of contempt of court by 
Judge McKinley in Chicago last week. 
The proceedings arose over a violation 
of an order of judge Foell, who directed 
Mr. Clover and his associates to turn 
over the books, records and business to 
The charge is 
made that instead of doing this they bar- 
ricaded themselves in the home office 
at 1400 West Washington boulevard and 
attempted to hold the fort by force. In 
addition to Mr. Clover the officials in- 
dicted for contempt are as follows: A. 
E. Butler, F. L. Uttech, Joseph Baum- 
ruk, C. H. Wylie, A. L. Williams, A. 
Mc- 
S. More- 
Harback, 


Max Ginsberg, W. 
Garland, M. J. 
Miller. 


Donnell, 
head, James 
D. G. Roy and E. L. 








for the 
Life 

really co- 
money: A 


has a definite earning power 


insurance 
workers in 


companies are 
accumulating 


| man’s business is no good unless it will 


| business, 


work for him. And it is no good unless 
it will enable him to build a permanent 
income-producing property. If it will 
not do that, he is merely working for his 
and, when his life fails, his 
business will likewise fail. But when he 
insures his life, he has an undivided in- 
terest in a revolving fund of such a size 


| that it takes full advantage of the laws 


tion, it is the one form of property which | for a number of years. 


investments which fur- 
thermore is built up by the combined 
permanent income-producing property 
savings of the American people. 


of average on 


Ed Witzel, district manager at Manito- 
woc, Wis., for the A. L. Saltgstein gen- 
eral agency in Wisconsin and northern 
Michigan for the New England Life, has 
been married to Miss Nell Gregory of 
panne Wis. Mrs. Wetzel is the daugh- 
ter of Dr. Frank C. Gregory, examiner 
for New England Mutual Life at Valders 
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You may believe thereis nothing 
new under the sun, but after =e 
considering our General Agency 
proposition you may not be so 
sure about it. 





HE Gem City Life was 

organized in 1911. For 

over 15 years the com- 
pany has had a steady and 
satisfactory growth. Old 
enough to have secured valuable 
underwriting experience — big 
enough to have financial stability 
— young enough to have high 
ideals and great ambition, and 
small enough to be able to main- 
tain a personal contact with its 
agents. The Gem City Life is an 
ideal organization in which you 
will find all the good things you 
have been seeking in a company. 





General Agency Openings in 
West Virginia, Georgia, Alabama 
Louisiana, S. E. Ohio 


The GEM CITY LIFE 


INSURANCE COMPANY 


Dayton - - Ohio 
| I. A. MORRISETT, Vice-President 
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Life Companies! 


6% Real Estate Mortgages 
are a profitable investment 


HE Irving National Mortgage Company, an 

experienced and conservative house, offers to 
insurance companies for investment an unusually 
attractive group of 6% First Mortgages which meet 
in every particular the requirements of insurance 
companies. 


Ee ee ee ee ee ee 


All of these mortgages are secured by First Mort- 
gages on Improved Real Estate located on Chi- 
cago’s Great Northwest side, a stable and flourish- 
ing section of the city. They are offered only after 
a most thorough investigation of the property and 
borrower and after receiving the approval of a loan 
committee composed of Real Estate men, Contrac- 
tors and Bankers of wide experience. 


This proposition is sound and awaits your investi- 
gation. We are confident that we can serve you i} 
to advantage. 


Irving National Mortgage Co. 


Under National Bank Management 
4201 Irving Park Blvd. 
CHICAGO, ILLINOIS 


Offices with 
Irving Park National Bank 








Portage Park National Bank 


Albany Park Nationa! Bank 


























16 





THE NATIONAL 


UNDERWRITER 


March 12, 1995 

















EDING and O. 


r Cincinnati 


} FRANK A 
| CHESTER C. NAS' 


CINCINNATI OFFICE, 420 E. Fourth St.. 
J.M. DEM 


In Combination with Nationa! 





|THE NATIONAL ee 


Live INSURANCE EDITION 


by bts :* SATION AL Woeeenier COMPANY, Chicago 


Published ever om © ake 
or 
WOHLGEMUT H, 4 By WORIG 


idontes WILLIAM A. se ye Manager; FRANK W. BLAND, GEORGE 
. RO . SCHWARTZ, Associate Managers. 


Cc. M. CARTWRIGHT, Managing Editor 


Speke ad 45 BURRIDGE, Associate Editor 
POST, forrsiets Editor 


PUBLICATION OFFICE, Insurance Exchange, CHICAGO. Telephone Wabash 2704 
Teleohone Main 5781, RALPH 
E. R. SMITH, Statistician, ABNER THORP, JR., Director Life Insurance Service Dept. 
NEW YORK OFnICe., 80 Maiden Lane, New York; Telephone John 1032 
GEORGE A. WATSO 


NORTHWESTERN OFFICE, 307 lowa National Bank Bidg., Des Moines, Ia., Tel. Market 3957 


Subscription Price, $3.00 a year; in Canada, $4.00 a year. 
nderwriter (Fire and Casualty) $5.50 a a year; Canada $7. 50 


President; JOHN F. 
hs NORA WINCENT PAUL, Vice-Pres- 


Associate Editor 


. RICHMAN, Manager 
, Associate Editor 


PSEY, Manager 


Single Copies 15 cents 








Whither Are 


Lire insurance has made tremendous 
strides in recent years. It has liberalized 
its contracts. It has given the policy- 
holders a greater service. It has fitted 
itself so that it provides all the demands 
for business and personal protection. 
Perhaps no line of activity has made 
any greater progress than life insurance. 

During the last few years with such 
strides, with so great development in 
new business, there has been a tendency 
wander from the beaten path 
of experience and old-fashioned protec- 
tion. No business can stand still and 
meet the demands made upon it. It must 
march in step with the times. The ques- 
tion arises, however, with life insurance 
whether many developments will ulti- 
mately help in its substantial progress 
and development. Life insurance pro- 
tection has had hitched to it many fea- 
tures that will introduce complications. 

When life insurance stood alone, so to 
speak, and was unhampered by a dis- 
ability or double indemnity clause, there 
was little doubt as to the legality of a 
claim. Companies had to contest but 
few claims. There had to be very flag- 
rant fraud to bring about a denial of 
liability. Even the waiver of premium 
in case of disability introduced a feature 
that might cause friction. However, the 
waiver of premium feature was acknowl- 
edged to be an advantage to life insur- 


to away 


Would Be Most Excellent President 


Ir 1s the general impression that Judge 
Harry L. Conn, superintendent of in- 
surance of Ohio, will be elected presi- 
dent of the NaTionaL CoNVENTION oF IN- 
SURANCE COMMISSIONERS to succeed W. 
R. C. Kenprick of Iowa, who has re- 
signed. Judge Conn is the logical man 
to take the place. There is no supervis- 
ing official of the country whose ability 
and sincerity are more greatly recog- 
nized. Judge ConN has made an ideal 
man as insurance superintendent. In the 
deliberations of the convention he has 
impressed all with his intelligence, vision 


Condemning One’s Own House 


One of the big corporations gives 
some practical advice to its salesmen 
that might well be taken to heart by 
insurance agents. It tells its men never 


to agree with a customer when he 
blames the firm. The customer may 
criticize the shipping department or one 
of the clerks or-an official, but when he 
begins to strike at the company itself, 
he is condemning the management at 


*£,° | highest renewal being president. 
We Drifting? McGraw’s business renewed 97.9 percent | 


ance policies. Then came the liberaliza- 
tion of the disability clause. There 
certainly has been introduced with life | 
insurance the adjustment problems of 
health and accident insurance. Under 
the most modern disability clauses, tem- 
porary disability is assumed. The mod- 
ern attachments have introduced into | 
life insurance those factors that neces- 
sarily must bring with them much con- | 
troversy. 

In the drive for business, the 
medical plan has been introduced, the 
group insurance proposition has been 
greatly enlarged, rates have been radi- | 
cally reduced, medical restrictions have 
been removed on fairly large policies. | 

Perhaps the most ominous feature is | 
the terrific drive for business, impelling 
companies to adopt all sorts of plans to 
get volume. We saw the danger of this 
over stimulated ambition in the fight for 
group insurance last year. This led to 
ridiculous extremes. After all, people 
are needing life insurance of the rather 
simple and understandable kind. The 
question naturally arises in the minds of 
many as to whether we are not drifting | 
away from the conservative standards 
that have made life insurance a tower of 
strength. 

Is it not worth while for all of us to 
sit down in quiet meditation and ask 
whither are we drifting? | 


non- | 





Judge Conn is a 
the position he 


and sound judgment. 
constructive force in 
holds. 

The Nationa, CoNvENTION oF INsUR- 
ANCE COMMISSIONERS is one of the pow- 
erful organizations of the country, 
whose influence is very strong. The 
men who have served it as president 
have reflected credit on the organization 
and added to their own laurels. The 
members of the NATIONAL CONVENTION 
or INSURANCE COMMISSIONERS undoubt- 
edly will be glad to see Judge Conn at 
the head of their organization. 


large. When a salesman of the concern 
agrees with the customer in his criticism 
of the house it leaves a bad impression. 
The salesman should always listen to 
criticism and when it is well taken pass 
it on to headquarters. When, however, 
he joins with the customer in condemn- 
ing his own management he is showing 
a bad streak and materially weakens his 
own case. 











| M. R. Nelson, city manager for the 
Central Life in Des Moines, has not 
missed writing business in any week 
since the date of his contract in Decem- 
| ber, 1921. Mr. Nelson led the Iowa 
| field force of the company last year, and 
| his record is second only to that of 
| H. E. Kirk, Central Life representative 
| in Kansas City, whose continuous 
| weekly production covers a period of 
| more than ten years. 


| 





Don M. D. a general agent 

| for the Minnesota Mutual Life at De- 
troit, is president of the company’s Ran- 
dall ‘Club for 1926. 
Randall Club is conditioned upon a 
| high renewal ratio, the agent having fa 
r 


B. D. Youells of the Elia- | 
state agency is 


| during 1925. 
son-Minnesota 


president with a renewal ratio of 96.3 | 
p 


ercent, 


Howard §. Wilson, president of the 
Bankers Life of Nebraska, was recently 
honored by being elected venerable mas- 
ter of Delta Lodge of Perfection No. 4 
Scottish Rite Masons. 

After 25 years of continuous service 
with the home office of the Aetna Life, 
L. Wayne Adams has resigned. He was 
given a gold watch by his office asso- 
ciates. 
the form of . poem, composed and read | 
by Frank E. Lawrence. 
establish a general insurance agency. 

John A. Eubank, veteran 
man, father of 
Hart & Eubank, general agents in New 
York for the Aetna Life, died at his 
home in Houston, Texas, last week. He 
was formerly an editorial writer on the 
Richmond Times-Dispatch, and it was 
while he was located in that city 
his son, 
ance business, 


newspaper 


becoming general agent 


that 
Gerald. entered the life insur- during the campaign or for meetings of 


Membership in the | 


vicé- | 


The presentation address was in lj 


Mr. Adams will ! 


Gerald A. Eubank, oi | 


for the Connecticut Mutual at Rich- 
mond. Mr. Eubank was a native of | 
Kosciusko, Miss. 


The Prudential Old Guard is an or- 
ganization consisting of employes who 
have been five or more years in the 
service. There are now 10,884. Of these, 
eight have been with the company 45 
years or more; 26, 


27, 35 years or more; 350, 30 years or | 


more. In the 20-year service there are | 
1,162, in the 15-year class, 1,874. 
In referring to G. V. Cleary, general 


agent of the Reliance Life of Chicago in 
a recent issue, mention was made of the 
fact that he is the leading producer of 
the company. Mr. Cleary is president 
of the Reliance Life $500,000 Perfect 
Protection Club, which would indicate 
that he is the leading personal producer 
of the company. However, Edward . 
Schellentrager of Pittsburgh is the lead- 
ing producer and has been for the last 
six years. He decided, however, that it 
would be an injustice to other men to | 
remain as head of the club and there- 
fore decided he would not enter any 
contest or compete for club presidency 
so that others would have an opportu- 
nity to win honors. 

Mr. Schellentrager cooperates with 
agents in different cities in placing large 
business. He does so with Mr. Cleary. 
Last June $1,000,000 of insurance was 
placed on the life of John A. Carroll, 
Chicago banker and real estate man. 
Mr. Cleary and Mr. Schellentrager 
worked together on this case. 


George K. Sargent, who has been 
made second vice-president of the Mu- 
tual Life of New York, succeeding 
George T. Dexter, was made assistant 
superintendent of agencies in 1903, and 
was appointed superintendent in 1919. 
Mr. Sargent has been the active outside 
man of the company and has come in 











40 years or more; | 








| 





K. SARGHNT 


GEORGE 
Just Elected Second Vice-President 
Matual Life of New York 


contact with the agents all over the 
country. He has been regarded as the 
logical suecessor to Mr. Dexter, and has 
been known for his constructive work 
in the field. 





William R. Baker, Kansas superin- 
tendent of insurance, is progressing 
| nicely. For some months he has been 
troubled with a chronic ailment that 
bothered him a good -deal at times 
With the heavy work of the insurance 


*| code commission and the political cam- 


paign coming on he decided to go to a 
hospital for treatment and complete a 
cure so that he would not be disturbed 


the commission. He is expected to re- 
turn to the office late this week or early 
next week. 

W. H. Savage, vice-president of the 
Great Republic Life of Los Angeles, 
left March 7 for Little Rock, Arkansas, 
and Kansas City where he will spend 
two weeks. 

Walter F. MacAllister of Newark, \ 
J.. state manager of the Ohio National 
Life, has been elected temporary presi- 
dent of the recently formed American 
Business Club of Newark. 


Philip E. Young, general agent of the 
Union Central Life at Elmira, N. Y.. 
was instantly killed whem he fell out ot 
the window of his office on the fifth 
floor of the Hulett building. It is be- 
lieved he fell forward through the win- 
down when he raised it. He was asso 
ciated in business with C. Harry 
Gilfether. 

Henry A. Bray, widely known insu: 
ance man, for the past 35 years gen 
eral agent in Philadelphia for the Massa- 
chusetts Mutual, died there last week 
after a short illness. Mr. Bray was 4 
prominent member of the Philadelphia 
Life Underwriters Association. 


The directors of the Connecticut Mu 
tual Life recently entered a testimonial 
to Dr. Charles DeLancy Alton in th: 
records of the company. Dr. Alton has 
been with the company 50 years. He 
entered the emplov <1 tne Connecticui 
Mutual March 1, 1876, having been aj 
pointed adjuster for the company Feb 
18, 1876. Under date of April 5, 1876, 
the directors voted to authorize the offi- 
cers in their discretion to direct Dr. C 
D. Alton to proceed to investigate and 
revise the list of medical examiners em 
ployed by this company. 

In the 50 consecutive years of service 
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that have followed this early connection, 
Dr. Alton as medical referee, in the care- 
ful and intelligent selection of the field 
examiners, has made valuable contribu- 
tion to the progress of the company. 


Harold J. Cummings, associate man- 
ager of agencies at the head office of 
the Minnesota Mutual Life, is receiving 
congratulations on being the father ot 
a brand new baby daughter. 


W. J. Behrens, general agent of the 
Missouri State Life at Abilene, Tex., 
and Mrs. Behrens were both injured in 
a bus accident which occurred while 
traveling between Waco and Marlin, 
Tex. The bus ran off a bridge and 
turned over. Mrs. iBehrens suffered 
severe bruises and Mr. Behrens had the 
ribs of his right side badly hurt. 


Russell W. Dozier, one of the heaviest 
producers of the Massachusetts Mutual 
Life Insurance company in Oklahoma, 
was married March 6, to Miss Irene 
Ware, formerly of Oklahoma City. The 
wedding took place at the bride’s home 
in St. Louis. Mr. Dozier has been con- 
nected with the George Lackey agency 
in Oklahoma City for the past five years. 

John F. Millhouse, 55, one of the old- 
est life underwriters in term of service 
in southern California, died at his home 
in Van Nuys recently after a brief ill- 
ness. He was a member of the Los 

Angeles agency of the West Coast Life, 
with which he had been connected for 
12 years, having entered its service as 
an agent of the industrial department, 
of which he later became an assistant 
superintendent. When the company 
sold its industrial business to the Metro- 
politan in 1918 he remained with the 
West Coast as an agent of the ordinary 
department and continued in its service 
until his death. 


Frank H. Wright of Decatur, Ill, has 
been appointed agency manager of the 
Kaskaskia Life of Shelbyville, and will 
move there immediately to take up his 
new duties. He has been Illinois state 
manager for the Medical Life, with 
headquarters in Decatur. M. H. Cook 
of Waterloo, Ia., has also joined the 
Kaskaskia executive personnel. 

W. W. Willis, Chicago manager for 
the Connecticut ‘General Life, who was 
at the point of death last week, follow- 
ing an operation which developed a seri- 
ous case of blood poisoning, is now 
improving and expected to be dismissed 
from the hospital in a few weeks. Mr. 
Willis is at St. Luke’s Hospital in Chi- 
cago, where he has been confined for 
the last three weeks. His condition last 

week was so serious that little hope 
was hel¢ out for his recovery. He is 
10w recuperating, however, though it 
will probably be several months before 
he can return to the office. 


Robert J. Maclellan, president of the 
Provident Life & Accident of Chatta- 
nooga, has gone for his annual visit to 
‘lorida to spend a couple of weeks fish- 

ng and playing golf in the Florida sun- 
shine. Most of this time will be spent 
it Boca Grande. 

Henry S. Robinson, president of the 
Connecticut Mutual Life, died last week 
it Nassau, Bahama Islands, where he 
had been spending the winter with his 
vite and two sons. Death resulted from 


complications following an attack of 


meumonia which Mr. Robinson con- 
tracted about a year ago. Although Mr. 
‘obinson was not restored to health at 
any time during the last year and he 
ad to guard himself very carefully, his 


death was entirely unexpected. His body 


as plaeed on a steamer that sailed from 
Nassau last Tuesday and is expected to 
arrive in New York Friday of this week. 
Plans were made to hold the funeral at 
Mr. Robinson’s home on Saturday. 
While at Yale, Mr. Robinson was a 
ag of varsity football squad. After 
i¢ graduated from law school, he en- 


LIFE INSURANCE EDITION 



















One-third of the ono ne of 
the United States is made up of 
children under fifteen years of 
age, according to the latest report 
of the National Bureau of 
Economic Research. 


One-third of the possible 
prospects in every commu- 
nity are therefore children. 





Lincoln National Life agents can write 
children down to one day old under the Lincoln 
National Life Juvenile Policy which provides 
for waiver of premium in event of the death or 
disability of the father. 


Complete coverage of the fields of prospects 
is one reason why it pays to 
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Lincoln National Life 
Insurance Company 


‘“‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 





More Than $400,000,000 in Force 
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PAYROLL DEDUCTION 


We Write Payroll Deduction 








BECAUSE it benefits wage-earner 
and employer and opens a new field 
for business. 


Payroll Deduction is only one of 
many special features embodied in 
complete West Coast Service. 
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tered the law firm of Robinson & Rob- 
inson at Hartford, being affiliated with 
his father, who was a distinguished at- 
torney and served as mayor of Hartford 
from 1872 to 1874. His brother, Lucius 
F. Robinson, was also in the firm. He 
was admitted to the bar in 1891. In 1895 
Mr. Robinson was placed in charge of 
the trust department of the Connecticut 
Trust & Safe Deposit Company. He 
built up a large business for this branch. 
He was regarded as singularly success- 
ful and after ten years with the trust 
company Mr. Robinson, in 1905, was 
elected vice-president of the Connecticut 
Mutual Life, and held that office until 
1918, when he was chosen as a successor 
to President John M. Taylor. 

During Mr. Robinson’s incumbency in 
office as president of his company, the 
Connecticut Mutual Life achieved much. 
These were years of great development 
and progress for 
Robinson was called on to serve a num- 
ber of institutions and he did much for 
his community along public lines. 


A gathering of Prudential officials and 
members of the Prudential old guard 
was held in Chicago Wednesday evening 


the company. Mr. | 


j in honor of Jesse E. Smith, who on tha 
evening rounded out his 25th year oj 
service as Chicago manager for the com- 
pany. There were many notables pres- 
ent to pay homage to Mr. Smith, in- 
cluding President Edward D. Duffield, 


Vice-President Franklin D’Olier and 
Assistant Secretary John P. Mackin 
from the home office. R. W. Stevens. 


president of the Illinois Life, Manager 
Claude R. Fooshe of St. Louis and 
Manager Sidney J. Herzberg of Mil- 
waukee were also guests for the eve- 
ning. 

L. Ert Slack, general counsel for the 
Federal Savings of Indianapolis, has 
announced his candidacy for the long 
term as United States senator. In the 
| aeeepeees comment in regard to the 

matter the following appears: 

“In 1908 Mr. Slack was one of the 
principals in the big contest for the 
Democratic nomination for governor. 
He went to the convention with a large 
following, and was opposed by Thomas 
| Taggart who was opposing the candi- 
dacy of the late Samuel M. Ralston. 
The Ralston forces joined with those oi 
Thomas Taggart who was nominated 
over Slack by 30 votes.” 
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Satisfaction | 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 
i “Policyholders’ Company” because of satisfactory 
service to its members for a period of eighty years. 


The 


Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, N. J. 





























AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


Shearn Moody 
Vice-President 


W. J. Shaw 
Secretary 


W. L. Moody, Jr. 
President 











Substantial increases every year 


Ordinary and Industrial 
Life Insurance In Force 








June 30th, 1925 
$302,277,296.00 





Good Territory from Coast to Coast 
The Republic of Cuba and Hawaii 














TERRITORY IS NOW DIVIDED 





American Central Life Announces That 
F. G. Johns Is Now Superintendent 
Over Indiana Alone 





that its Indiana and Illinois territory, 
formerly combined and known as the 
central department under the supervision 
of F. G. Johns, has been divided and the 
two states now comprise separate organ- 
izations. 

Under the new arrangements Mr. 
Johns is superintendent of agencies for 
Indiana only, his organization now be- 
ing described as the Indiana agency. 
To assist him in cultivating the field 
Mr. Johns has appointed E. Ed. Skelton 
as superintendent of northern Indiana 
and C. D. Williams as superintendent of 
southern Indiana. 

Both of these men have seen long 
service with the American Central and 
their elevation from the rank of super- 
visor to superintendent is a fitting re- 
ward. 


STAHL WITH DETROIT LIFE 








Former President of the Farmers Na- 
tional Life Becomes Agency Super- 
visor in Southern Michigan 


President M. E. O’Brien, announces 
the appointment of John M. Stahl as 
agency supervisor for southern Michi- 
gan, for the Detroit Life. Mr. Stahl for 
many years was president of the 
Farmers’ National Life. He contem- 
plates an intensive campaign for the De- 
troit Life in southern Michigan territory, 
in accordance with the company’s pro- 
gressive development of home territory. 

“We consider ourselves most fortunate 
in securing the services of so thoroughly 
trained, so capably efficient and so active 
an associate in our organization, as Mr. 
Stahl,” said President O’Srien in an- 
nouncing the appointment. “We feel 
sure he will fit in with our plans, and 
personally, I am delighted that he has 
determined to work with our corpora- 
tion. 








W. F. Morgan 


The Mutual Life has appointed Wil- 
liam F. Morgan manager of its Port- 
land Me., agency, to succeed F. E. 
McDonald, who died Feb. 14 after an 
honorable and efficient service of over 
a quarter century. Mr. Morgan first 
joined the company in 1909 as a clerk 
in its Hartford agency, later rising to 
be assistant cashier. In 1917 he was 


The American Central Life announces 


WELLS RETURNING TO FIELD 





Resigns Home Office Connection With 
Aetna Life to Become Baltimore 
General Agent 





Friend L. Wells, superintendent oi 
agents in the life department of the 
Aetna Life, has resigned to return to 
the selling side of the business, becom- 
ling general agent for the Aetna Life 
lat Baltimore. Mr. Wells has been in 
| the life insurance business for 15 years 
and in the home office agency depart- 
ment since 1923. He is a native oi 


- = — 





FRIEND L. WELLS 


New York and graduated from the 
University of Syracuse in 1906. He ver) 
soon entered the selling side of the busi- 
ness, becoming connected with the 
Smith Premier Typewriter Company in 
1906, and continuing with that firm un- 
til 1912, when he was engaged by Kk 
A. Luther, then the Aetna’s managet 
at Syracuse, as a life insurance sales 
man. In 1918 Mr. Wells was mac: 
field superintendent for the Syracus¢ 
agency, devoting his time to the secur 

ing and training of agents. When Mr 

Luther was transferred from Syracus¢ 
to Boston as manager, Mr. Wells be- 
came associated with Oliver Benjamin 





transferred to the Portland office as 





agency cashicr. 


Herrick as Syracuse managers. In 
1923 Mr. Wells was transferred to the 
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home office as assistant superintendent 
ef agencies, to assist Mr. Luther, who 
had become agency secretary of the 
company. Mr. Wells has been in the 
home office to the present time and has 
popularly established himself during his 
stay in Hartford. 
effective May 31. 

In going to Baltimore he succeeds 
General Agent E. W. Heisse, who has 
retired after more than 40 years’ service 
with the company. 


Green & Maxwell 
A. A. Green, Jr., and Robert L. Max- 


His resignation is | 


Mr. Davis will have entire charge of 
Lancaster county, including Lincoln. He 
was one of the big producers of the 
Security Mutual Life and later proved 
an efficient agency organizer. Henry C. 
Harper, whom he succeeds, will remain 
with the company as a special agent. 


H. L. Copeland 


H. L. Copeland, formerly of Coup- 
land, Tex., has taken charge of the 
Austin, Tex., territory for the Alamo 
Life of San Antonio with headquarters 
at 503 Scarborough building. He is a 


| veteran life insurance man and has been 


well have announced the formation of a | 


partnership under the name of Green & 
Maxwell, representing the Southwestern 
Life in Dallas. 


Wade J. Fowler 


Wade J. Fowler is the newly ap- 
pointed general agent of the Minnesota 
Mutual Life at Columbia, S. C., succeed- 
ing A. A. Howard Blanton, recently 
made supervisor of southeastern agen- 
cies. Mr. Fowler was formerly with the 
Southeastern Life as joint general agent 
at Columbia, that agency producing 
$1,000,000 of new business in 1925. 


Ray Davis 


Ray Davis, who has been supervisor 
of agents for the Security Mutual Life 
of Lincoln, Neb., has resigned to be- 
come district manager for the Mutual 
Life of New York, which in Nebraska 
is organized with a state manager in 
control of various designated districts. 





highly successful. The Alamo Life 
is fast developing an agency force in 
Austin territory. 


C. T. Seefeldt 


Carl T. Seefeldt has been appointed 
district supervisor of the Rock Island 
district of the Michigan Mutual Life, 
under J. Walker, general agent for 
eastern Iowa and western Illinois. The 
territory includes five western Illinois 
counties. For the last four years Mr. 
Seefeldt has been with the Prudential 
in Davenport. 


Life Agency Notes 


The Equitable Life has named Russell 
Cc. Sigley as its agent in the district of 
Bethlehem, Pa. He took an insurance 
course at Denver University. 

A branch office of the Home Life of 
Little Rock will be established in Fay- 
etteville, Ark., soon with Henry W. Shaf- 
fer, formerly of Van Buren, as district 
agent. The Fayetteville office will have 
charge of all business in northwest 
Arkansas. 
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GROUP COVER ON UNIVERSITY 


All Pennsylvania Professors and Other 
Employes Covered Under Contract 
With Equitable Life 





PHILADELPHIA, March 11.—Group 
life insurance has been taken out for the 
entire faculty and all other employes of 
the University of Pennsylvania. The in- 
surance covers about 1,000 professors, 
assistant professors, instructors and as- 
sistants. This is the first time in the 
history of life insurance in America 
where a university has placed group 
policies on its employes. 

By the terms of this group coverage 
all members of the teaching corps will 
be insured for one year’s salary to a 
maximum of $5,000, covering both dis- 
ability and death. All other full-time 
employes, in whatever capacity, will be 
insured to an extent determined by the 
length of their employment at the uni- 
versity. 

Thus, 25 percent of a year’s pay will 
ve the sum of insurance of employes 
other than teachers and administrative 
othcers, who have been in service one 
year and less than two years; 50 percent 
of the annual wage to those in service 
three years and less than four, and 100 
per cent to those in service four or more 
years, 


Both the disability and death pay- | 


ments will be paid in 12 monthly install- 
lents instead of a lump sum. No med- 
al examination is necessary. The 
Equitable Life of New York is writing 
e€ group coverage through Albert B. 
Kelley, special agent in this city. 





e “Exchanging Pulpits” 


In Philadelphia Jack Beriet, who is 


manager of the Guardian Life there, in- 
augurated a system of “exchanging 
ulpits” with other general agents. “One 
morning recently, he spoke on “Monthly 
Settlements” to the agents of the State 
Mutual Life and J. E. Willing, gen- 


sioner 


MUST GO TO THE COMMISSION 


Court of Appeals at Cincinnati Passes 
on the Legal Reserve Tax Issue 
There 


CINCINNATI, March 7—The court 
of appeals hearing the case brought be- 
fore it by five local life companies in 
the tax issue holds that the companies 
should have first appealed to the state 
tax commission. The companies were 
seeking an injunction to prevent legal 
reserves being put on the tax duplicates. 
The opinion does not go into the merits 
of the controversy between the com- 
panies and the county auditor. The 
court holds that the suit has no standing 
until legal remedies first have been fully 
exhausted by the companies before ap- 
pealing to a court of equity. Judge 
Cushing gave a minority opinion. Ow- 
ing to a divided court the case will 
undoubtedly go to the supreme court. 

The suit was brought by the Union 
Central Life, Columbia Life, Federal 
Union Life, Western & Southern Life 
and the Ohio National Life against the 
county auditor, they claiming that he 
was threatening to correct the com- 
panies’ tax returns by adding the 
amount of their legal reserve fund. The 
contention was that the legal reserve is 
a liability and is not the property of 
the companies. 


Rules Against Aircraft Clause 
A ruling has been made by Commis- 
McCulloch of P ennsylvania 
against the legality of the clause in a 


| life policy which limits the amount of 


‘rai agent for the State Mutual, spoke | 


to the Guardian Life agents. John W. 
{) liver, 
Life of Iowa, spoke to the Berlet agents 
and Mr. Berlet in turn addressed the 


— 
Oliver agency. 


agency manager of the Bankers | 


liability to the amount of premiums 
paid, if death occurs to the insured while 
an occupant of an aircraft. 

The commissioner declares that the 
laws of Pennsylvania prohibit the issu- 
ance of any life policies which contain 
a provision for a mode of settlement at 
maturity of less value than the face of 
the policy. The clause on which the 
ruling was based specifically provides 
for a mode of settlement, if death occurs 
under certain conditions, of less than 
the amount stated in the policy contract, 
by the words “that if the assured’s death 


| shall result either directly or indirectly 





Many Older... 


Some Larger.. 
Our growth has 


been constant and 
substantial. 


Over 
$20,000,000.00 


in force—the result of three 
years and eight months’ 
actual operation. 


None Better... 








Splendid opening for General 


Agents in: 
Illinois, Iowa and Missouri. 


CHICAGO NATIONAL 
LIFE INSURANCE CoO. 
202 South State Street 


Chicago, III. 
WRITE A. E. JOHNSON, AGENCY MANAGER 
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Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 








plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 























OUR NINETY-FIRST BIRTHDAY 


Ninety-one years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 
ing. 

The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 
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| DO YOU MEASURE UP? 








| Here’s an unusual opportunity for a man who 
is qualified to operate a General Agency for an 
Eastern Mutual Life Insurance Company in 
| PITTSBURGH and surrounding territory. 


This man must be an agency organizer, as well 
aS a personal producer. Our liberal general 
agent’s contract will assure him adequate com- 
pensation for his efforts. The modern policy 
contracts issued by the company, a successful 
Home Office system of locating prospects, quick 
action at the Home Office on submitted business 
—and other features—will enable him to quickly 
build a sales organization. 


The Company now has no active 
agency in its Pittsburgh terri- 
tory—your communication will — 
be held in strictest confidence. 


Address R-46, care of this paper. 


























GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. GREENWOOD. President 








Attractive agency contracts direct with the ‘Home 
Office ; 

A splendid line of policies, to meet all emergencies 
from birth to death, at low rates; 

Complete Home Office co- operation. 








GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


HOUSTON, TEXAS 














Increased Dividends 


The Equitable Life of Iowa announces a 
increased dividend scale, making the al- 
Oldest 


new, 
ready low cost of insurance in “Iowa's 
Company” the lowest in its history. 





In 1925, Equitable Life of Iowa payments 
in dividends to policyholders exceeded the 
payments in death claims by 70 per cent. AN 
OUTSTANDING RECORD! 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA Home Office: Des Moines 








Founded: 1867 














from being an occupant of any form of 
aircraft, the insurance hereunder shall 
be null and void, and tlie company’s 
liability shall be limited to the amount! 
of the premium paid under the con- 
tract.” 





Managers Committee Named 
President F. G. Pierce of the Phila- 
delphia Association of Life Underwriters 
has appointed a managers’ committee to 
consist of managers, general agents and 


mittee was appointed to draft a code 


superintendents. Edwin R. White of 
the Connecticut Mutual was elected | 
chairman of this committee. A com- 


March 12, 1924 


David Donley, 
Jack 3erlet 


| of ethics consisting of 
Travelers, chairman; 
Guardian Life; James L. Conner, };. 
delity Mutual; J. R. Montgomery. 
Phoenix Mutual, and F. G. Woodworti, 
John Hancock Mutual. 


Eastern Notes 


A large number of insurance concerns 
will have offices in the new Huntington 
National Bank Building in Columbus jn 
addition to the Midland Mutual, which 
will occupy one whole floor. Among them 
are the Associated Mill Mutual companies. 
Geissinger & Tredway, Integrity Mutua! 
| Casualty, the National Life, Ohio Millers’ 

Mutual, and the Union Central Life. 








| IN THE MISSISSIPPI VALLEY 








COWAN AGENCY CONFERENCE 


Eighty-Five Representatives of North- 
western Mutual Life in Illinois 
Attend One-Day Meeting 


With an attendance of 85, agents ot 
the northwestern Illinois general agency 
of the Northwestern Mutual Life met in 
Urbana March 5, for a one-day session. 
James M. Cowan, general agent with 
headquarters at Aurora, IIL, presided. 
The day started with a luncheon at 
which Mr. Cowan presided. The chair- 
man of the conference was J. Y. Ham- 
lin, district manager at Champaign, IIl. 


Home office representatives present 
were Charles H. Parsons, superin- 
tendent of agencies, and H. R. Ricker, 
assistant secretary. The entire after- 
noon session was given over to Mr. 
Ricker, who spoke on “Options A, B 


and C in Our Policy Contracts and the 
Adjustment of these Options to the 
Needs of our Policyholders.” 

Mr. Cowan presided as toastmaster 
for the evening’s banquet at which the 
chief speaker was Dr. S. S. Huebner 
of the University of Pennsylvania, who 
spoke on “Life Insurance and _ Life 
Values.” The other speakers were 
Charles H. Parsons, superintendent of 
agents, who spoke on “Opportunities 
and Responsibilities”; and M. H. O. Wil- 
liams, assistant superintendent of agents, 
on “Successful Salemanhip.” At the 
close of the banquet, the presentation 
of the trophy cup took place. W. R. 
Bryant, district agent at Joliet, Ill, was 
the winner. This contest is staged from 
Sept. 1 to Dec. 23 and at the spring 
get-together the presentation of the cup 
is made. For January and February 
production, H. D. McWethy of Aurora 
led with $157,000, and H. L. Cramer of 
Joliet was second, with $56,500. 

In 1925 Mr. Cowan’s general agency 
produced $8,175,000 of new business and 
at the convention the men pledged 
$10,000,000 of new business for 1926. 





Wisconsin Ruling on Investments 


That the first mortgage trust certifi- 
cates issued by the Commonwealth 
Guarantee Company of Madison, Wis., 
are not eligible for investment by fra- 
ternal and domestic life companies of 
Wisconsin was the opinion of Commis- 
sioner W. Stanley Smith. 
garding investment of insurance funds is 
very much stricter than for other funds. 


Carries Message to Club Women 


Iowa life underwriters are very much 
interested in the work being done by the 
insurance committee of the American 
home department of the Iowa Federa- 
tion of Women’s Clubs, as reported by 
Mrs. W. S. Pritchard of Garner, Ia., 
chairman. 

Since Mrs. Pritchard’s election a year 
ago, it is estimated that the message of 
life insurance has reached 2,000 women 
in the state. The following men have 
spoken before meetings of associated 
clubs during the year: L. S. Moorehead 
of Mason City; Vaughan Griffith of 


The rule re- | r 
; Bertha Lodge appeared and intervened. 





Mason City; J. R. Bunyan of Waterloo; 





Walter Ferrell of Des Moines; W. D. 


Sioux City, and E. C. Ford 
of lowa Falls. In the talks insurance 
was approached from the “home” angle, 
without mention of company affiliations 

Mrs. Pritchard has spoken before a 
dozen or more of the clubs, her message 
being especially interesting since she is 
the mother of eight children. 

Much literature has been distributed 
and two clubs have used lesson material 
Seventy-five letters have been received 
and answered, and the playlet, “The 
Heart of the Estate,” has been staged 
by two clubs. 


Morton of 


Contest Gains Momentum 
An example of the way agency con- 
test schemes gain a momentum of their 
own accord is shown in the contest 
which is now under way in the central! 
branch office of the New York Life in 
Chicago. During January, one of the 


men working under Manager J. A 
Campbell, Joseph Lipschultz, paid for 
$238,000 of new business. On Feb. 1, 


E. D. Edelstein, not wishing to be out- 
paced by the others in the office, set a 
goal of $100,000 for February for him 
self and iast week reported a total of 
$105,000 for the month on 30 applica- 
tions. Mr. Edelstein made a definite 
campaign, well arranged, making 15 
calls a day. Another who has gone out 
for a record is A. B. Reich, who expects 
to corplete qualification for the $400,000 
club by April 1, in order to make a trip 
to Europe at that time. The spirit _oi 
competition now prevails in this office 
and every one is attempting to hang up 
a new record for himself. The contest 
in the office, which will continue through 
March and April, is progressing to the 
goal set, $2,714,000 having been paid for 
in the period from Feb. 1 to March 6. 


Actual Widow Gets Money 


The Kansas supreme court has ruled 
that the actual widow is entitled to the 
benefits of an insurance policy even 
though she is not named in the policy 
itself. This ruling was announced in the 
suit of Mabel Lodge vs. United Com- 
mercial Travelers, Bertha Lodge, inter- 
venor. Mabel Lodge was named in the 
policy as beneficiary. The company re- 
fused to pay the policy on the ground 
that Mabel Lodge was not the actual 
wife and pointed out that the contract 
provided that the beneficiary must be a 
blood relative or actually married. Then 


showing that she had been married to 


Lodge, they had separated but not di- 
vorced and she was living in New 
Orleans. 


The district court held Bertha Lodge 
was not entitled to any part of the 
money. But the supreme court reverse‘ 
this decision and held Bertha should 
have the money, since the company it- 
self had set up that Mabel was not the 
actual widow and the benefits of the 
policy could only go to the next of kin 





New Des Moines Company 


A charter has been granted to thx 
Union Mutual Life of Des Moines 
Officers of the company are William 
Shulz, Jr., president and general man- 
ager; C. C. Schulz, vice-president and 
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secretary; H. R. Schulz, treasurer. The 
officers are the same as those of the 
Union Mutual Casualty of Des Moines, 
writing accident and health insurance. 


Holds Cedar Rapids Meeting 


E. W. DeNio, general agent at Cedar 
Rapids, la., for the Northwestern Na- 
tional Life of Minneapolis, held the an- 
nual convention of his agents last week. 
The most interesting feature was an 








| address by A. E. Shuttlesworth, attor- 
| ney of Cedar Rapids, on the expense of 
|} administering small estates. He said 
| that the average expense of estates of 
| $30,000 is in the neighborhood of $1,800. 
| He drew the conclusion that it was ad- 
| visable to name a specific beneficiary 
| whenever possible instead of making in- 
| surance payable to the estate. 

| President O. J. Arnold, Actuary J. S. 
| Hale and J. Q. Taylor, chief under- 
| writer, attended from the home office. 





IN THE SOUTH AND SOUTHWEST 


| 











TWO INSURANCE CASES UP 


Court of Appeals of West Tennessee 
Hands Down Decision on Some 
Interesting Suits 


MEMPHIS, TENN., March 11.— 
Two insurance suits that were fought 
here in the lower courts have been 
finally acted upon by the court of ap- 
peals for West Tennessee. _ 

The case that attracted wide interest 
and much doubt as to the outcome was 
that of Mrs. Tommie L. Johnson, who 
sued the Metropolitan Life for payment 
of $2,000 under a double indemnity 
clause for the death of her son, Osborne 
W. Johnson. Johnson was mistaken for 
a “peeping Tom” and was shot down 
while standing before a window aftér 
attending a dance. 


Lower Court Upheld 


The lower court tried the case with- 
out a jury and found that the young 
man’s death resulted from accidental 
causes. The high court held that there 
was evidence to sustain the judgment, 
and it was upheld. Young Johnson was 
drinking. After leaving the dance he 
wandered into the back yard of Samuel 
R. Loving, who lived near the dance 
hall. Loving thought Johnson was a 
burglar and fired at him. Johnson ap- 
peared again, this time at a window of 
the Loving home, and Loving shot him 
one time, mistaking him for a “peeping 
Tom.” 

The company admitted liability for the 
face value of the policy for $1,000, but 
denied the mother’s claim for double in- 
demnity for accidental death. Mrs. John- 
son charged that her son was not in con- 
dition to realize his danger when he 
peered through the window and _ that, 
therefore, his death was accidental. 


Company Not Held 


The other case was that of a policy- 
holder who fatally shot his wife, two 
friends whom she was visiting and then 
took his own life. His brother, Dr. 
A. Webber, of Memphis, sued the 
Guardian Life to collect on the policy. 
He attempted to show that his brother 


was insane because he had been brood- | 


ing over separation from his wife. 


The court held that the policy clause | 
regarding suicide was meant to cover | 


both sane and insane cases and that as 
the policy had been issued only a few 
months before the suicide, the company 
was not liable. 


State Life’s Texas Meeting 


_ Texas agents of the State Life were | 
in Dallas last week to confer with R. E. | 


Sweeney of Indianapolis, agency man- 
ager. It was the annual visit of Mr. 
Sweeney to Dallas and 
found prospects very bright in Texas 
this time. Chapman & Winkler of Dal- 
las are state agents for the State. The 
gents attending the meeting were from 
all parts of Texas. 

_In an address to the agents Mr. 
Sweeney said insurance salesmen would 
better identify themselves with 
communities if they became identified 
\ th civic and social moves in their lo- 
calities. He said these things beget con- 
idence and the more confidence the 
people have in a man the better sales- 
man he is, whether he sells life insurance 
or other lines. 


| 
he declared he | 


their | 


ALAMO LIFE’S NOVEL CONTEST 


Chicken or Chili Will Be Served to 
Members of the “Red” or “Blue” 
Army 





The Alamo Life of San Antonio, Tex., 
is carrying on a unique contest in its 
agency called a “chicken or chili” con- 
test. : 

Two divisions have been designated 
under two captains with two lieutenants 
for each division. One is called “Blues” 
the other “Reds.” Military practice is 
being carried out, each agency being 
designated as a “squad leader.” The 
squad leader’s duty is to produce seven 
policyholders with paid for policies 
totaling $20,000 of business before April 
30. As soon as squad leader secures 
the $20,000 of business he becomes a 
lieutenant of his division. 

On May 7 all the lieutenants of both 
“Red” and “Blue” army are invited to 
the home office at San Antonio to par- 
take of “chicken” or “chili” according 
to which side wins. 

The main idea behind the whole thing 
is to bring out numbers in policies 
written and individual agencies rather 
than a certain volume of business to be 
sought. 

The company’s production for Feb- 
ruary included in this contest was well 
over $250,000. Over 30 agencies par- 
ticipated in securing new business. 





Field School in Oklahoma 


Fred S. Goldstandt of the Goldstandt 
& Englesman agency for the Equitable 
Life of New York at Oklahoma City, 
announced a company field school for 
April 12 to May 1. Joseph C. Hickey 
of New York, agency instructor, will 
conduct the classes. It is believed that 
there will be more than 50 students 
enter the classes. 








Plan Rockwell School in Houston 


Seventy students have already been 
secured to attend the Rockwell insur 
ance school in Houston next year, J o« 
Minton of the Volunteer State Life, 
president of the school, announced. 

“It took us 60 days to get 60 men 
for the first school and 60 minutes to 
get 60 men for the second school,” he 
said. “This proves how popular the 
institution has made itself in the few 
weeks it has been in session here.” 

No definite arrangement has been 
made for the school here next year, but 
| it is understood that Dr. Rockwell will 
be asked to return with his faculty next 
vear. 


Oklahoma City Summer School 


The summer school of life insurance 
| underwriting in Oklahoma City is as 
| sured with dates announced from Aug. 
10 to Oct. 1. The school will be per- 
sonally conducted by Griffin M. Love- 
lace and a selected staff of instructors 
This is the second year for underwriters 
of Oklahoma and other southwest states 
to have the opportunity of attending 
|}one of the Lovelace schools under the 
auspices of the Oklahoma Association 
of Life Underwriters. An annual life 
underwriting school has been the goal 


| 


| of this association for years, crystalliz- 
ing last year in what was termed by 
Dr. Lovelace as one of the 


best and 


What Do You Sell? 


Service, Company, or Policy | 


—which? 


All three are important, of course. But to 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 


Any natural death...........++.. $ 5,000 
d4ny accidental death............ 10,00" 
Certain accidental deaths......... 15,000 


Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 





If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. Write him 
direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


_i = 
DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of the times, never slow, 
never hasty—alweys forward to accomplishment.” 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 


The record and progress of The Mutual Life have been distinctive, and the notable 
changes and developments now ~— | its history in meeting the requirements of in- 
creasing demand and a quickening growth are evolved from almost a century of experience 
and success. 

Policy contracts completely revised in 1925. New contracts attractive in appearance, 
phrased in every-day language “easy to read,” easy to understand and to construe. They 
contain all the old provisions justified by experience and all the new warranted by science 
and by the knowledge of experience. Improved Disability and Double Indemnity Benefits— 
under new provisions. 

Salary Deduction (allotment) Plan of insurance now written by the Company. 

Children’s Insurance now written on standard forms, ages 10 to 15. 

An increased Dividend scale in 1926—the sixth consecutive increase. 

A majority of policy loans granted locally at Managing Agency Offices 

he Company writes all standard forms of insurance. Same terms to men and women, 
Age limits, 10 to 70, inclusive. 

A Company conservative for entire safety, but forward-looking and forward-moving in 

accord with the new spirit and new demand of the times 


Those who contemplate taking up field work are invited to apply to 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


34 Nassau Street - - - New York City, New York 





Inquire! 
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GAINS IN 1925 





(er eee a ee od 14% 
Surplus to Policyholders.............. 21% 
ne rar nenatwnererveraierresseccrrrer 50% 


THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 


Orson C. Norton, President 
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Nation Needs More Life Insurance Agents 


To serve this nation adequately there is need of a still 
larger army of capable, conscientious, industrious men and 
women, to supply the wondrous saving and protective 
service of life insurance to businesses, and homes, and indi- 
viduals. 


A connection with this Company is especially attrac- 
tive because of the quality of service alike to Agents and 
policyholders, because of the up-to-dateness of policy con- 
tracts, because of its Agency publications and advertising 
literature, and because the spirit of comradeship between 
Home Office and Field is very real. We have room for 
men and women who are content with nothing less than 
the best in equipment, service, and ideals. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 























Evidence of Progress 
in 1925 


INCREASE IN PAID FOR 
BUSINESS OVER LAST YEAR 


INCREASE OVER LAST YEAR’S 
GAIN, IN INSURANCE IN FORCE 


25% 


40% 


The Connecticut Mutual 


Life Insurance Company 
Hartford Connecticut 


1846 1926 























If If 


Territory does make a difference You are a preducer 


if If 


Close cooperation is necessary You believe in yourself 


If If 
A friendly interest is needed Yeu want a REAL job 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 




















INCORPORATED 187! 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies 
from $1,000.00 to $100,000.00 
with premiums payable annually, semi-annually or quarterly 


and 
INDUSTRIAL Policies up to $1,000.00 
with premiums payable weekly 
CONDITION ON DECEMBER SI, 1925 






Assets $ 44,562,687.40 
L.inbilities 39,940,092.25 
Capital and Surplus. ......ceeneeeeee 6.822,575.15 
PROUTRRTS TH POOR ccc cccccccscecoscccestccsoscccssteessoesece Se 292,234.191.00 
Payments to Policyholders 3.392,158.76 
Total Payments to Policyholders since Organization.............+.:++ $ 39,176,371.91 


JOHN G. WALKER, President. 


most satisfactory courses he has ever 
conducted. 

The faculty this year will include Vin- 
cent B. Coffin of Albany and Ralph G. 
Englesman of New York, both of whom 
directed classes im the Oklahoma City 
school last year. Sixty-five enrollments 
have already been entered on the books, 
jand the number promises to increase 

materially according to Miss Josephine 
| Lincoln, association secretary. 


| Claims Name Is Confusing 

The Texas Life of Waco has filed in 
district court at San Antonio a petition 
ior injunction to restrain the Texas State 
| Life of that city from using the name, 
which it is claimed caused confusion be- 
tween the two companies. 

‘the petition alleges that the Texas 
Life was organized Jan. 9, 1901, and has 
been continuously im business since. 
The Texas State Life was recently or- 
ganized in San Antonio and adopted the 
name after protests had been made by 
the older company, it is claimed. 








Reinsured Liberty National Life 


The Home Life of Little Rock, Ark., 
has reinsured all outstanding policies of 
the Liberty National Life of Morrilton, 
Ark., which was launched in 1925 by 
W. O. Scroggin and associates. It is 
stated that Mr. Scroggin has so many 
other interests that he thought it wise to 
liquidate the insurance companies in 





order to devote his full time to banking 
manufacturing and agricultural enter. 
prises. The Ozark National, a fire com. 
pany organized by Mr. Scroggin, wa, 
recently reinsured by the Home Fire. 


Scarr New Companies Closely 

Assets and financial condition of pros. 
pective life companies will be henceforth 
thoroughly investigated by the Texas 
department of insurance before charters 
and licenses are granted, although aff. 
davits are furnished and the charters 
are approved by the attorney general 
Commissioner Daniel announced  |as: 
week. The old plan of issuance of pa- 
pers for doing business immediately after 
the approval of charters by the attorney 
general and upon certain affidavits jx 
the cause of many Iater insolvencies. 
Commissioner Daniel said. 


Dougherty on Texas Trip 

L. J. Dougherty, secretary and gen- 
eral mamager of the Guaranty Life oj 
Davenport, Ia., is in Texas on his semi- 
annual two weeks’ trip of inspection of 
southwest agencies. He will visit Dal- 
las, San Antonio, Oklahoma City, Kan- 
sas City and other points. 





Royal Union in New States 
The Royal Union Life of Des Moines 
has been licensed in Mississippi and 
Alabama in addition to those states in 
which the company now operates. 








| PACIFIC COAST AND MOUNTAIN FIELD 
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HAD AGENCY SALES CONGRESS 





Home Office Agency of Pacific Mutual 
Life Staged Attractive Session 
Last Week 


LOS ANGELES, March 10.—The all 
day sales congress held last week by 
the home office agency of the Pacific 
Mutual Life at Los Angeles, in cele- 
bration of the 19th anniversary of the 
establishment of the agency, concluded 


with a banquet given by President 
George I. Cochran in honor of John 
Newton Russell, agency manager, and 


his associates, in recognition of the suc- 
cess of the agency in writing $25,000,- 
000 of new business last year on paid- 
for basis. 

President Cochran presided as toast- 
master at the dinner and an informal 
program of brief addresses was pre- 
sented, including talks by Lee A. Phil- 
lips, executive vice-president, and other 
officers of the company. 

Frank L. Jones, president of the Na- 
tional Association of Life Underwriters, 
was the principal speaker at the sales- 
congress, delivering an inspiring address 
on “Latent Power,” at the morning 
session. Prof. C. A. Gummers, of the 
University of Southern California, dis- 


is made and how to make it.” 
C. Parsons, vice-president of the Pa- 
cific Mutual, spoke on “Life Insurance 
from the Prospect’s Point of View.” 
The afternoon session was devoted to an 
informal discussion of various phases 
of salesmanship conducted by C. C. Day, 
president of the Pacific Mutual general 
agency association. Also, talks were 
made by Jack Russell, associate man- 
ager, L. C. Pierce, assistant manager. 
and Walter R. Hoefflin, assistant man- 
ager of the home office agency. 

A demonstration of a_ standardized 
interview was given by Mrs. Alice M. 
Trish as the underwriter and J. E. 
O’Hare as the _ prospect. Another, 
featuring an income for old age was 
given by Walter G. Gastil and Walter 
D. Wilson. R. F. Freeman, Assistant 
Field Manager gave an illustration of a 
typical problem and its solution. 





Lacy Visits Coast Agencies 


O. J. Lacy, second vice-president in 
charge of agencies of the Minnesota 











the company’s western agencies. 


cussed “Just what happens when a sale | 











Arthur | 


| 





has been received at the home office to 
the effect that Mr. Lacy and John Mar- 
shall Holcombe, manager of the Life 
Insurance Sales Research Bureau, of 
which the company is a member, who 
is also touring the west, addressed the 
Seattle Underwriters Association and the 
Portland Underwriters and Manager 
Associations. Mr. Lacy and Ray 

Cox, the company’s manager of western 
agencies, who accompanied Mr. Lacy on 
his trip, together conducted sales schools 
for the Billings, Spokane, Seattle, Ta- 
coma and Portland agencies. Mr. Lacy 


and Mr. Cox are now in California. 
During his absence, Mr. Lacy was 
elected vice-president of the St. Paul 


Sales Managers Association for 1926 


Celebrating 20th Anniversary 


The West Coast Life of San Fran- 
cisco is celebrating its 20th anniversary 
this year and will aim to pass the $100,- 
000,000 mark of insurance in force before 
Dec. 31. At the end of last year the 
company had $88,760,000 in force. Spe- 
cial application forms have been pre- 
pared and each agent will be expected 
to write at least twenty applications. 

The West Coast Life was founded in 
April, 1906, just a week or so before the 
great conflagration and earthquake. 





Buckman Made Director 
Harold H. Buckman, actuary and 
treasurer of the California State Life, 
has been elected a director of the com- 
pany. 





Western States Radio Contest 

The Western States Life of San Fran- 
cisco has started a radio contest. The 
agent producing the greatest number 0! 
thousands of insurance in excess of his 
allotment will get the capital prize of 4 
nine tube set valued at $365. The sec- 
ond prize will be a set valued at 32° 
and third prize under this condition will 
be a set valued at $150. To the agent 
producing the greatest number of appl!- 
cations under the rules of the contest 4 
prize of a $300 radio set will be awarded 
The contest will continue for the entire 
month of March. 


$225 





Bailey Succeeds Van Nice 
J. W. Bailey, executive special agent 
for the Northern Life in southern Idaho 
for a number of years, has been elected 


Mutual Life, is now making a tour of | to the board of trustees of the compan) 
Word | He succeeds the late Frank L. Van Nice 
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‘IN THE ACCIDENT AND HEALTH ‘F IELD | 








ee 


CASE LOST BY PUNCTUATION | 


Court Held Against Company on Acci- 
dent Policy, Due to Ambiguity 
of Contract 


LOUIS, March 10.—A judgment 
of $5,000 against the Commonwealth 
Casualty on a $10 accident insurance 
policy was given Mrs. Louisa C. 
Aichner of St. Louis last week by 
United States District Judge Faris. The 
court severely criticised the printing 
and punctuation of the policy, contend- 
ing that it was capable of two distinct 
meanings and required an expert to in- 
terpret its terms. 

In June, 1924, Frederick R. Aichner 
was drowned and when his widow at- 
tempted to collect $5,000 under the 
policy, the company denied liability in 
excess of $100, under the terms of the 
policy. When Aichner purchased the 
policy with an annual premium of $10 
he told his wife that it was a special 
accident policy and he believed it carried 
a $5,000 benefit for death through any 
accident, Mrs. Aichner contended. 

Judge Faris held that the wording oi 
the policy was “ambiguous” and “calcu- 
lated to deceive” and alleged that its 
printing and punctuation made it appear | 
as giving protection which it was not 
really intended to give. It was on the 
punctuation that Judge Faris ruled 
against the company in favor of Mrs. 
Aichner. 

The policy, in reciting the accident 
benefits, gave as a complete paragraph 
and sentence, ending with a period, the 
death benefit of $5,000 from total per- 
manent accident disability. A qualifying 
clause, limiting this to accidents in 
common carrier wrecks only, followed | 
as a separate paragraph and several 
sections later the provision of $100 for 
all other loss of life by accident was 
given. This was held by the court to 
be sufficiently ambiguous to be held 
against the company. 





National Travel Club Plan 


NEW YORK, March 10.—Under an 
arrangement recently effected with the 
National Travel Club of this city, the 
Hartford Accident & Indemnity will 
issue to all new members of the organ- 
ization a personal accident policy in 
the principal sum of $1,500, the amount 
increasing 10 percent each year, until 
the maximum coverage of $2,250 is at- 
tained. The indemnity, granted to all 
members between the ages of 16 and 
75 years, will pay the maximum amount 
of the policy in the event of the as- 
sured’s suffering death while traveling 
on a common carrier; riding in a pas- 
senger elevator, or while a patron in a 
licensed hotel or theatre. The cost of 
membership in the National Travel Club 
is $4 per annum, which sum includes the 
accident coverage. 


Pacific Mutual Claims 


Last year, the Pacific Mutual paid 132 
claims for accidental death under its 
accident policies. The amount was 
$346,642. Of this number, 37 for which 
$140,819 was paid, was due to auto- 
mobiles. This means that the automo- 
bile was responsible for 27 percent of 
the number of deaths and 40 percent of 
the amount of the claims. Twelve 
policyholders accidentally lost-one eye, 
two lost a hand and one lost a foot. 
Non-fatal disabling injuries were suf- 
fered by 6,879, who received $450,274 in 
claims. Sickness disabled 12,584 policy- 
holders who were e paid $1;201,364. 


Life & Casualty Promotion 


R. A. Smith, for many years an agent 
of the Life & Casualty at Memphis, Tenn., 
has been promoted to superintendent ot 
the Memphis office. He has been con- 
nected with the Memphis office for six 





Cheaper than Government Insurance 


BAN ON NEWSPAPER POLICIES | 


Oklahoma Commissioner Holds They | » 

Violate Law of That State in Two The New $5,000 Special 

Particulars 
—— Issued by 

OKLAHOMA CITY, March 9.—The | 
plan of selling accident insurance poli- 
cies with newspaper subscriptions was | THE COLUMBUS MUTUAL LIFE 
ordered discontinued in Oklahoma by 
Commissioner Read on the contention 
that it is a violation of the law in two INSURANCE COMPANY 
points: 

1. The company offering the policy —= 
violates the state law when it offers the 
policy with a subscription because it A World Beater 
grants a rebate that is not available for 
persons who are not subscribers. 

2. Because the company does not 
pay a state license fee for the ne wspaper, 
nor for subscription solicitors as insur- 
ance agents, thus placing both publisher 








Has recently been put on the market. A new policy on which 
the rates are made very low as a special inducement to men desiring 
to purc hase insurance in good sized amounts for protection prim: irily 


of the paper and “y | ——— agents The policy is on the good, old Ordinary Life form. 
open to prosecution for selling insurance as : mentee cube, wamwnere .4 
ee hs “ license, which in itself is a | It participates in the UNUSUAL DIVIDEND EARNINGS of 


the Company. It contains every modern feature and practically no 
restrictions. OUR AGENTS ARE GETTING BUSINESS where 


they could not get a “look in” formerly. 


violation of a state law. 
Mr. Read said the ruling is predicated | 
on a decision of the attorney genera’ 


Immediately after making the ruling the 

commissioner wired his decision to the SPECIMEN nenetineees Insurance 

company issuing the policy advising ‘ | DV ecikhkinceaesomah nes ies ok 20 30 40 

to discontinue issuing that specific PONE ssn scceceveivvesece secceseees $144.20 $183.90 $251.50 

policy in the state. Dividend first year........... eases 28.30 31.70 34.30 
Country weeklies in three sections of | Pe on nocd chepeuscacne --- 83699 152.20 217.20 


the state had taken on the proposition, 
Mr. Read said, and are now offering 
accident policies to new subscribers as | 
a means of building circulation. The | All our policies have been improved and liberalized. A new divi- 
commissioner in his decision differenti- dend schedule still further reduces the cost of our insurance. Liberal 
ates between such a situation and where Child's Endowments make it possible to insure from age one week up 
the newspaper or the insurance company 
allows the prospect to take either the 
policy or the paper. Uniform Contracts — Vested Renewals — Automatic Promotion 


Up to age 41, with dividends accumulated, the cash available at 
the end of 20 years more than equals the premiums paid 


The Golden Rule Agent's Contract is known the country over 


jeg a8 Our Proposition Is Full of Interesting Features 

Jones Made State Agent P s eresting Fe c 

The Inter-Ocean Casualty announces 

the appointment of Volney B. Jones of 

Atlanta, Ga., as state agent for the 
monthly and commercial departments 


eee, | The Columbus Mutual Life 


The Pan-American Life of New Or- | 
leans has decided not to get out a spe- | 
cial automobile accident policy, but will 
attach a rider to its existing policies | 
providing that for each dollar extra | 


Insurance Company 


premium the $5 weekly benefit will be 

doubled and the $1,000 principal sum | 580 E. Broad Street 

and all benefits will be doubled accord- | . 

ingly. Thus on a $5,000 policy the extra Columbus, Ohio 

— would be $5 for the automobile | C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 














Issues Automobile Supplement 








The Inter-Ocean Casualty is issuing a 
special automobile accident coverage 
supplement to its monthly premium poli- 
cles. For a premium of 50 cents a month 
additional, the supplement provides $100 | 


additional monthly indemnity and $1,000 | We have opportunities for Agents In 
principal sum addition for automobile | Arkansas, Illinois and lowa 


accidents. 


Report “Flu” Increase 
During the past week or ten days an 


influx of influenza claims have been re- | 

ported in a number of offices, some in- | International Life & Trust Company 
dicating that it is nearer an epidemic = 

stage than has been true for several Home Office: MOLINE, ILLINOIS 


years. It is too early to judge the actual | 
claim ratio as yet, as it takes some time 
for these claims to get into the home | 
offices, but in many localities the dis- | 











THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 
WITH 


Insurance in Force............ PP ee ST eee .. Over Fifty Million 
Ptuesssees RE Ea a eS eee ee OO We .Over Six Million 
AND THAT HAS" 

Paid Policyholders since organization.................. niesieiat Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. 





years, 
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The MEDICAL LIFE 


Who considers every living person insurable upon 
some basis has just entered Illinois and South Dakota 
and has some very desirable territory open and is 
offering some very attractive Agency Contracts. 


Address inquiries to: 


F. H. Wight, State Agent, 
417 Citizens National Bank Bldg., 
Decatur, Illinois. 


and W. R. Leisure, State Agent, 
P. O. Box, 
Sioux Falls, South Dakota. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 




















Kaufmann’s 
Systeman 


Security Holder 


is the best leather container on 
the market designed to provide 
a place for Insurance policies, 
bonds and other valuable papers. 


Your client will appreciate that 
such a holder typifies quality 
service. The goodwill that it 
creates will be far in excess of its 
cost to you. It helps deliver 
extra policies. 


The Price is $2.25 
There is a large size at $3.15. 
liberal quantity discounts. 





For Sale by 


The National Underwriter Co. 
1362 Insurance Exchange Bldg. 
Chicago, Illinois 


420 East Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 
307 Iowa National Bank Bldg., Des Moines 




















Do you make use of the medium thru which you 
can reach thousands of interested insurance men? 
National Underwriter want ads are result getters. One 
inch, one column wide, one time, Five Dollars. 1362 
Insurance Exchange, Chicago. 
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abilities from “flu” have been notable 
during the past two weeks. Cases have 
been light, but slightly more than the 
average in number, The Chicago health 
department stated that last week’s re- 
port showed a record of imfluenza cases 
in the city of Chicago. It is not likely, 
however, that the companies will feel 
this semi-epidemic, if it proves to be 
such, as the cases are so light that only 
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a few days at the most are taken out jp 
the majority of the cases. 

A new high record for a number of 
years in the number of influenza ang 
pneumonia cases has been reported jn 
Chicago this week. The high peak was 
reached Tuesday when 122 cases of 
pneumonia and 40 cases of influenza de. 
veloped. There have been some 969 
cases in the last 10 days. 
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Policy Literature, Rate Books, etc. 


PRICE, $3.50 and $2.00 respectively. 


Supplementing the “Unique Manual- 
Digest’’ and ‘‘Little Gem,” Published Annually in May and April respectively. 
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PHILADELPHIA’S DIVIDENDS 
New Schedule of Refunds Effective 
April 1 Shows 25 Percent Increase 

. | 
Over Previous Scale 
rhe Philadelphia Life has issued its 
new dividend scale, which becomes ef- 
fective April 1. The new dividends rep- 
resent an increase of about 25 percent 
over the present schedule. On ordinary 
life, 20-pay life and 20-year endowment 
forms at representative ages for policies 
issued in the period 1906-1925, the new 
dividends are as follows: 
Ordinary Life 
Age Age Age Age Age Age 
25 30 35 45 55 60 
BY $ $ 3 3 
Prem... 19.75 22.54 26.20 37.36 59.08 76.40 
1925.... 2.26 2.55 2.96 4.22 6.13 7.23 
1924. 2.37 2.70 3.14 4.50 6.87 8.06 
1923. 2.49 2.84 3.32 4.79 7.49 8.65 
1922.. 2.62 3.00 3.51 5.09 7.93 9.19 
192).. 2.74 3.15 3.71 5.39 8.37 9.74 
1920.. 2.88 332 3.91 5.70 8.67 10.14 
1919.. 3.01 3.49 4.12 6.01 8.99 10.53 
1918.. 3.15 3.66. 4.34 6.33 9.30 10.85 
1917.. 3.30 3.84 4.56 6.65 9.60 11.18 
1916.. 3.45 4.03 4.79 6.98 9.91 11.50 
1915.. 3.61 4.22 5.02 7.32 10.22 11.81 
1914.. 3.77 4.42 5.26 7.65 10.52 12.10 
1913.. 3.44 4.62 56.51 7.99 10.81 12.40 
1913.. 4.11 4.83 5.76 8.33 11.10 12.67 
1911.. 4.62 5.31 6.30 9.80 13.10 14.40 
1910.. 4.82 65.56 6.65 10.19 13.45 14.52 
1909.... 5.03 5.84 7.02 10.59 13.77 14.59 
1908.. 5.24 6.11 7.40 10.97 14.03 14.62 
1907.. 5.47 6.41 7.79 11.35 14.24 14.61 
1906. . 5.70 6.74 8.20 11.72 14.40 14.58 
20 Payment Life 
Age Age Age Age Age Age 
25 30 35 45 55 60 
3 $ 3 3 3 3 
Prem 28.98 31.92 35.58 46.16 65.00 80.36 
1925 2.64 2.91 3.28 4.34 6.13 7.23 
1924 2.96 3.27 3.68 4.85 6.87 8.06 
1923. 3.25 3.62 4.10 5.38 7.51 8.65 
1922.... 3.51 3.91 4.43 5.92 8.17 9.19 
1921.. 3.78 4.21 4.76 6.36 8.85 9.74 
1920.. 4.06 4.52 5.12 6.80 9.41 10.32 
1919.. 4.35 4.85 65.4! 7.26 9.85 10.89 
1918.. 4.65 5.18 65.86 7.73 10.27 11.50 
1917.. 4.96 5.53 6.25 8.22 10.69 11.92 
1916.. 5.29 5.90 6.66 8.72 11.13 12.34 
1915.. 5.62 6.28 7.08 9.23 11.58 12.76 
1914. 5.98 6.67 7.52 9.76 12.04 13.19 
1913.... 6.34 7.08 7.98 10.30 12.51 13.62 
1912.... 6.72 7.50 8.45 10.86 12.99 14.08 
1911. 6.48 7.14 8.04 10.88 13.41 14.41 
1910. 6.85 7.56 8.52 11.34 13.73 14.52 
1909 7.23 7.99 9.02 11.78 14.01 14.59 
1908 7.63 8.45 9.53 12.22 14.21 14.62 
1907. 8.03 8.91 10.06 12.63 14.37 14.61 
1906. 8.47 9.40 10.58 13.02 14.45 14.58 
20 Year Endowment 
Age Age Age Age Age Age 
25 30 35 = 45 550 s«6O Ci! 
3 3 $ 3 $ $ | 
Prem. 48.36 49.01 50.02 54.44 68.15 82.60 
1925.. 3.50 3.63 3.83 4.50 6.27 7.30 
1924.. 4.00 4.14 4.34 56.03 7.05 7.91 
1923.. 4.53 4.67 4.87 65.57 7.77 8.55 
1922.. 5.08 5.22 5.42 6.13 8.35 9.21 
1931.. 5.66 5.79 6.00 6.72 8.95 9.89 
1920.. 6.25 6.39 6.59 7.32 9.43 10.59 
1919.. 6.88 7.01 7.22 7.94 9.93 11.33 
1918.. 7.53 7.66 7.85 8.59 10.44 11.87 
1917.... 8.20 8.33 8.53 9.26 10.96 12.34 | 
1916.... 8.91 9.04 9.23 9.95 11.50 12.81 | 
1915.... 9.64 9.77 9.97 10.67 12.07 13.30 
1914.... 10.41 10.54 10.73 11.42 12.65 13.79 
1913.... 11.21 11.34 11.53 12.20 13.25 14.32 
1912.... 12.04 12.17 12.36 13.01 13.90 14.87 
1911.... 10.57 10.71 10.97 12.40 14.13 14.97 
1910.... 11.27 11.38 11.61 12.65 13.94 14.54 
1909.... 12.04 12.13 12.33 13.15 14.17 14.57 
1908.... 12.83 12.89 13.07 13.63 14.34 14.58 
1907.... 13.65 13.69 13.77 14.08 14.44 14.55 
1906.... 14.49 14.49 14.49 14.49 14.49 14.49 
California State Life | 
' 
The California State Life has an- 
nounced that after’ March 2 no restric- 
tions as to military or naval service in 
time of peace or war will be contained 
in life policies applied for. Double in- 
demnity and total disability riders will 
continue to become inoperative in the 
event of engaging in military or naval 
service, however. 





NEW SCHEDULE LIBERALIZED 


Dividend Scale for 1926 Announced by 
Fidelity Mutual Life Is Con- 
siderably Higher 





The Fidelity Mutual Life has an 
nounced its new dividend rates to be- 
come effective April 1, 1926. The new 
scale is more liberal than that now in 
effect. The dividends under the new 
schedule at ages 25, 35 and 45, at the 
end of the first, fifth and tenth policy 
years, on ordinary life, 20-pay life and 
20-year endowment policies per $1,000 
and $10 monthly income for life, matur- 
ing at age 65 for $1,340, are as follows: 


Ordinary Life 


Age 25 Age 35 Age 45 Age 55 
Pe séccces $19.85 $26.08 $37.01 $57.45 
End ist yr.. 4.51 5.17 6.41 9.25 
End 5th yr.. 4.91 5.79 7.49 11.16 
End 10th yr. 5.49 6.73 9.11 13.44 

20 Payment Life 

Age 25 Age 35 Age 45 Age 55 
PPG. cccese 28.80 $35.29 $45.64 $64.17 
End Ist yr.. 5.22 6.02 7.47 10.68 
ond 5th yr.. 5.97 7.00 8.85 12.74 
End 10th yr. 7.07 8.46 10.88 15.20 


20 Year Endowment—$1,000 
Age 25 Age 35 Age 45 Age 55 
PPO. coves $48.18 $50.12 $54.98 $68.25 
End ist yr.. 6.44 6.95 8.06 10.93 
End 5th yr.. 7.98 8.53 9.79 13.12 
End 10th yr. 10.28 10.85 12.29 15.71 
Monthly Income of $10 at 65 
Age 25 Age 35 Age 45 Age 55 
PE. svsews $32.13 $45.56 $73.67 $156.53 
i + 


End ist yr.. 6.59 7.96 0.80 18.63 
End 5th yr.. 7.33 9.19 13.12 23.49 
End 10th yr. 8.42 11.03 16.47 29.04 


Mutual Life of Illinois 


The Mutual Life of Illinois announces 
new rules on female risks. 

The company will accept female risks, 
both married and single women, pro- 
vided, that, if married, the husband 
must carry an equal or greater amount 
of life insurance in that or some other 
old line legal reserve company. 

Any plan of insurance may be written 
with the exception of term, No extra 
premium will be charged on account of 
sex. Total and permanent disability 
benefits will be restricted to spinsters 
and widows, at least 25 years of age, 
who are self-supporting business 
women, employed in a presumably per- 
manent occupation. Such benefits will 
not be granted to married women or 
women in receipt of an independent in- 
come. This applies to female payor in- 
surance under juvenile policies since 
such insurance includes disability ben« 
fit, 

Double indemnity benefits will be 
granted to women on the same basis as 
to men and subject to the same rules 
regarding allowance of such benefits. 


Great Southern Life 


Children’s educational endowments, to 
mature at any age, is the latest form of 
insurance to be offered by the Great 
Southern Life of Houston. Endowments 
can be secured for any age, from 1 to 14 
years old, for any desired amount, The 
endowments are payable in any numbe! 
of years, from five to 20, in any manne! 
selected. 


Southern Union Life 


The Southern Union Life of Fort 
Worth announces that the premium 
charge for double indemnity is now 4 
flat rate of $1.50 per $1,000. 


John Hancock 


The John Hancock Mutual Life has re- 
vived its single premium annuity con 
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tract 
larger benefit. Under the new rate the 
annual annuity purchased by $1,000 at 
35 on male lives is $56.81; at age 45, 
at age 55, $81.08; at age 65, $108.01 
and at age 75, $157.90. 
schedule the annual annuity purchased 
by $1,000 at age 35 was $53.48; at age 
45, $61.98; age 55, $77.10; age 65, $105.08; 
age 75, $149.16. The new schedule pro- 
vides rates for ages 81-85. 


age 
$65.81; 


so that the annuitant receives a | 


for age 80 was also the rate for higher 


| ages. 


Under the old | 


| nary 
| cles to 40 
The old rate | 


Western States Life 


The Western States Life of San Fran- 
cisco has announced an increase in the 
rate of commissions on preferred ordi- 
life and preferred 20 pay life poli- 
percent to full time agents 


and 35 percent to part-timers. 





NEWS OF LOCAL ASSOCIATIONS | 








LAYMAN GIVES HIS VIEWS 


Columbus Manufacturer Lauds Life 
Insurance in Address Before 
Annual Sales Congress 
COLUMBUS, O., March d- 





crick A. Miller, president of the H. C. 
Godman Shoe Company, and a leader in 
business and philanthropic activities in 
this city, told the 500 insurance sales- 
men in attendance at the annual sales 
congress held last week under the aus- 
pices of the Life Underwriters Associa- 
tion of Columbus, that if a man “wishes 
to live long and keep young he should 
take out life insurance and work like 
the devil.” 

Mr. Miller told the life insurance 
salesmen why he carries life insurance 
and discussed the life insurance business 
from the lay man’ s point of view. 

“Of course,” he said, “Il want to pro- 
tect my family, but I have no desire to 
leave a large amount of money to my 
children. I want them to realize the 
value of a dollar and get out and work 
for it; I want to equip them, however, 
for working.” 

The speaker said that if a man is to 
succeed in business he must have young 
men about him and it would be unfair, 
after these young men had entered busi- 
ness with him, to turn them out in the 
cold in the event of a death in the own- 
ership of the concern and the forced 
sale of the business. 

“I want to help the young men,” he 
declared, “and am carrying life insur- 
ance in order that our business may be 
fully protected in the event of my sud- 
den death,” 

Mr. Miller also stamped life insurance 
as the very safest of investments. It 
protects, he pointed out, while it earns, 
and he cited the advantage which a life 
insurance policy has over bonds and 
stocks, 

Other speakers at the meeting were 
J. W. McKinney, Canton; Dr. H. W. 
Dingman, medical director Continental 
Assurance, Chicago; John L. Shuff, Cin- 
cinnati, and J. Elliott Hall, New York. 
Mr. Dingman and Mr. Hall also con- 
ducted round table discussions. 

Mr. Hall said that he never sells “life 
insurance,” or at least he never calls it 
by that name, and that he confines all 
his business to income policies. When 
approaching a prospect he said he 
stresses the unusual and always asks 
three questions: “Can you save money? 
Do you save money? Does it matter 
what name the plan of savings is 
called?” He said that he commits the 
prospect to these questions when he be- 
gins the conversation and then clinches 
the argument by showing what can be 
accomplished by the prospect if he will 
just do what he says he can do. 

* * * 

Des Moines, Ila.—Gerard S. Nollen, pres- 
ident of the Bankers Life, impressed on 
members of the Des Moines association 
at the ladies’ dinner, Saturday night, that 
life insurance men and their wives are 
partners in business. Mr. Nollen gave 
instances in which wives could both de- 
feat the good purposes of their husbands 
and aid them very materially, asserting 
his belief that a man's wife can make 
of him whatever she desires. 

Mrs. W. S. Pritchard of Garner, Ia., 
chairman of the insurance committee of 
the American home department of the 
Iowa Federation of Women's Clubs, told 
of the work of her committee in pre- 
senting the altruistic side of life insur- 
ance at club meetings in Iowa. 


, 


| 


SCHEDULE SALES CONGRESS | 


Boston Association Announces Fine 
Program—Engage Permanent Paid 
Executive Secretary 

~The annual 


BOSTON, March 11, 


| sales congress of the Boston association 





'M. Sanders, 
| Life, 
| this new rule, 


| 
| 
| 
| 


| proposition, that a policy is 


Hall, Ashburton 
9:45 a. m. to 4 
Brown will 


will be held in Ford 
place, March 26, from 
p. m. President Edward I. 
preside. The morning program 


will | 


start with a song session led by David | 


E. Sprague. The opening 
be by the governor of the state or his 
representative. Rev. Garfield Morgan of 
Lynn will give an inspirational address. 
Four speakers, representing weekly pre- 
mium companies, will stage a competi- 
tion for a prize of $10 for the best five- 
minute talk on “The Best Approach I 
Ever, Made.” Dr. S. S. Huebner of the 
University of Pennsylvania will then 
deliver an address on “The Monetary 
Value of Human Life.” There will be 
short talks and an organ recital at the 
noon hour at the Boston City Club, In 
the afternoon former President Lloyd 
K. Allen of the Boston association with 
a local cast will put on the playlet “Thy 
‘Will’ Be Done.” Another competition 
for a $10 prize for the best five-minute 
talk will be staged in the afternoon by 
nine leading representatives from out-ot- 
town associations on “My Best Sales 
Argument.” The address of the aiter- 
noon will be on “Selling Life Insurance 
Is Our Job,” by 
A. Whittemore of the 
Life. 

The Boston 


Phoenix Mutual 


association fell in line 
with the more progressive local associa- 
tions of the country last week when it 
opened permanent headquarters and 
engaged a paid executive secretary. The 
headquarters will be in room 708 of the 
Unity building, the heart of the life in- 
surance district of the city. The new 
secretary is taken from among the re- 
cent graduates of the Harvard Graduate 
School of Business 
is not an insurance man. 
E. Collins, Jr., a native of 


K 


He is William 
Boston. 


Lincoln, Neb.—Preliminary steps were 
taken at the March meeting of the Lin- 
coln association for the formation of 
groups within the organization that are 
enough interested in studying the busi- 
ness so that they may be able to in- 
crease individual production as to devote 
half a day a month or oftener to meeting 
and discussing common problems 

The association voted to admit execu- 
tives of local companies as members 
without voting or office-holding powers, 
but otherwise of equal standing. Fred 
secretary of the Bankers 
was elected the first member under 
and W. W. Day, a veteran 
of the Bankers’ Life staff, was 
a member. 

* * * 

Madison, Wis.—Gone are the old meth- 
ods of selling insurance by bewildering 
a prospect with figures and dire fore- 
bodings and then shoving a contract in 
front of him and having him “sign on 
the dotted line” before his bewilderment 
passed, declared John P. Davies, assist- 
ant superintendent of agencies of the 
Northwestern Mutual Life, in addressing 
the Madison association. 

In its stead has come a method of ex- 
plaining with simple illustrations and 
figures, that insurance is a _ business 
“just a ve- 
hicle for safeguarding the realization of 
a man’s ambition,” and that it is an- 
other form of a savings account, with an 
added death protective feature. 

The new constitution of the associa- 
tion was presented and adopted Its 


member 
also made 


address will | 


Agency Manager James | 


Administration and | 





































There s a Place for You-— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 
Agencies. 























CALIFORNIA 
STATE. LIFE 


J. Roy Kruse, President 
SACRAMENTO 
























THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 
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ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


2 South La Salle Street, Chicago 








H. NITCHIE 
e ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 











ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 
, COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc. Calculated. Valuations 


and Examinations Made. Policies 
and all Life Insurance Forms Pre- 








J. McCOMB 


pared. The Law of Insurance @ 
Specialty. 
Colcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N. COATES 


CONSULTING 
ACTUARY 


34 Pime Street - - San Francisco 








E. L. MARSHALL 


CONSULTING ACTUARY 
Hubbell Building 


DES MOINES, IOWA 








RED D. STRUDELL 
CONSULTING ACTUARY 


722 Chestnut St. 
t. Louis 








A. ANDERSON 
e ACTUARY 
518 Valley Nat. Bank Bldg. 
Tel. Walnut 1628 


Des Moines lowa 

















PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 

Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








main feature is a provision whereby a 
board of directors of 11 members will 
be elected. Heretofore the board has 
been made up of the four officers. 

* * * 

Waukesha, Wis.—An essay contest, the 
subject of which is “Benefits of Life In- 
surance,” is being held under the 
auspices of the Waukesha county asso- 
ciation, one of the livest and largest of 
its kind in southern Wisconsin. The 
contest is open to high school and grade 
students and liberal prize awards will 
be made to the winners. 

*x* * * 

Kansas City, Mo.—John Marshall Hol- 
combe, Jr., was the principal speaker at 
the March meeting of the Kansas City 
association. In addition to Mr. Hol- 
combe’s address, Charles L. Scott of the 
Massachusetts Mutual Life, vice-presi- 
dent of the National Association of Life 
Underwriters, gave a report of the ex- 
ecutive committee meeting in Chicago, 
recommending to the local association 
the necessity of having a paid secretary, 
and the importance of issuing a monthly 
bulletin. Both suggestions are being 
considered. 

BS * co 

Chicago—At the m 
cago association Friday of this week, 
Paul M. Ray of Des Moines, assistant 
superintendent of agents of the Equi- 
table Life of that city, will speak on 
“What Makes a Life Insurance Sales- 
man.” * * * 

Pueblo, Colo.—At a meeting here sev- 
eral life insurance men formed what will 
eventually be developed into a local life 
underwriters’ association. Several talks 
were made and suggestions offered as 
to the future organization. This meet- 
ing was called by W. E. Burney, who 
presided. A committee was appointed 
composed of George Tippett, Francis K. 
Goodwin, and D. A. Haugh, to present 


eting of the Chi- | 


| 
| 


| plan for the 





| forces among Detroit life agents in han- 


| that 


business, Carlton P. Moffatt, agent at 
Richmond, Va., for the Penn Mutual Life, 
told fellow members of the Richmond 
association at a recent meeting of that 
body. The subject of his talk was 
“Service to Policyholders.” Mr. Moffatt 
told some of his experiences in writing 
new business because of keeping in 
touch with policyholders. 


* * * 
Oklahoma—Stratford Lee Morton, gen- 
eral agent for the Connecticut Mutual 
Life in St. Louis, is announced as the 
speaker at the next meeting of the Okla- 


homa association at Oklahoma City, 
March 13. Mr. Stratford will talk on 
“Insurance of 1926.” 


- - |. 

Saginaw, Mich.—G. Leo Weadock, local 
life agent, gave a talk on ethics of the 
insurance profession at last week’s meet- 
ing of the Saginaw association. An 
amendment to the constitution of the 
association providing for the barring of 
part-time men from membership was con- 
sidered. A. F. Harwood was named 
chairman of the committee which will 
April meeting of the asso- 
ciation. 

x * * 

Mich.—Robert M. Ryan, De- 
troit, state manager for the Equitable 
Life of New York, was the principal 
speaker at last week's meeting of the 
Lansing association. Mr. Ryan urged 
greater cooperation among life insurance 
men and praised the general trend in 
that direction noted of late years. He 
cited as significant the recent joining of 


Lansing, 


contrasted that 
competitive 
methods of years ago. Mr. Ryan said 
his address here marked almost 
exactly 21 years of life insurance work 
which he began in Lansing. He traced 


and 
sharply 


large line 
with the 


dling a 
situation 














Several Promotions and Transfers Have 
Been Made—Tharp Goes to 
Home Office 


Superintendent E. D. Tharp of the 
Muncie, Ind., district of the Public Sav- 
ings has been called to the home office 
as assistant to Assistant Secretary W. J. 
Hering. Mr. Tharp entered the service 
July 17, 1922 and was appointed super- 
intendent at Muncie a year later. 

The superintendents of the Columbus, 
Ind., district held a recent meeting. Su- 
pervisor W. L. Poston being present 
from the home office. Recent changes in 
the field are: 

Superintendent L. D. Pentecost, El- 
wood, Ind., is transferred to Indianapolis 
south. 

Superintendent E. D. 
ville, Ind., is transferred to 
Ind. 

Agent R. R. Lomax, Evansville, 
moted to superintendent. 

Agent J. J. Miller of Gary, Ind., is pro- 
moted to superintendent. 


Dixon, Evans- 
Princeton, 


is pro- 


Agent F. DuBois of Muncie, is pro- 
moted to superintendent. 

Superintendent H. A. Young, Marion. 
Ind., is transferred to take charge of 


newly created superintendene y at 
Marion, 0. 

Superintendent O. A. Carey, Middle- | 
town, O., is transferrd to Marion, Ind. 

Superintendent J. P. Murphy of Hamil- 
ton, O., is transferred to Norwood, 0O., 
taking charge of newly created superin- | 
tendency. 

Superintendent T. J. Hester of Middle- 
town, O., transferred to Hamilton, O. 

Superintendent E. M. Kitzmiller, 
Columbus, O., transferred to Middle- 
town, 0 
Agent H. M. Dillon, Columbus, 0O., is | 
promoted to superintendent. 
Superintendent F. G. Getchell, Colum- 
bus, O., is transferred to take charge of 
newly created independent superintend- 
ency at Canton, O. 
Agent J. M. Williams, Springfield. O., 
is promoted to superintendent. Superin- 
tendent C. K. Septer, Detroit 1, is trans- 
ferred to Columbus, O. 
Agent E. Rosborough, 


Detroit 1, is 


promoted to superintendent. 








Agent W. McDonald, Wyandotte, Mich., | 


| cate 


| company’s history. 


first two months of the year is Ash- 
tabula, O., and the leading industrial 
district is Pontiac, Mich. M. Ludwig, 
| Detroit-Grand River, leads the ordinary 


PUBLIC SAVINGS LIFE NEWS | 


plans for perfecting a permanent or- | briefly the history of the life insurance 

ganization at the next meeting, which | business during that relatively short but 

will be held in April. highly revolutionary period. The speaker 

* forecast prosperous business conditions 

Richmond, Va.—Policyholders are one | throughout the country for at least the 
of the best sources of leads for new | first half of this year. 

| 

WITH INDUSTRIAL MEN | 

— ‘ Se es 

is promoted to superintendent at Royal 


| ing,” 


| ing and the home office agrees with him, 


Oak, Mich. 





Western & Southern Life News 


The superintendents’ home office con- 
vention of the Western and Southern Life 
for 1926 will be held at the home office in 
June. Results for the year to date indi- 
that the convention will be a cele- 
bration of the biggest half-year in the 

The results obtained by Assistant B. I. 
Minnich and staff of Fort Wayne during 
the 38th anniversary ordinary effort fur- 
nish an eloquent example of what co- 
operation and determination will do. 
Here are the figures: Agent E. J. Uhl, 
$11,000; Agent J. Moran, $6,500; Agent 
F. Frahm, $6,000; Agent P. Curry, $5,500; 
Assistant B. I. Minnich, $11,500; staff re- 
sults, $40,500. 

The leading district in ordinary for the 


Ashtabula, 
net issue. 


Costello, 
ordinary 


assistants; M. E. 
heads the agents in 





LIFE AGENTS’ JOB IS 
HELD DANGEROUS ONE 


(CONTINUED FROM PAGE 1) 
which he has noticed in his contact with 
agents, things which every agent knows 
but which he is so close to that he can- 
not see. 

“The construction of a successful life 
insurance agent’s career is like a build- 
said the speaker. “In the first 
place it is based on certain foundational 
stones. These are the trinity of faith— 
faith in his business, faith in his com- 
pany, and faith in himself. Many people 
shount on all occasions that the insur- 
ance business is the greatest business in 
the world. This is most often done in- 
sincerely and for public consumption. 
If one is thoroughly convinced of the 
greatness of the business he does not 
need to shout about it. When doubts 
assail him, and he feels that he is fail- 


the structure will tumble unless he has 


dence in the business.” Life insurance 
is the greatest business in the world byt 
one does not need to shout about it, 
only needs to know it. 

Faith in one’s company, and faith in 
oneself are equally important in the 
trinity of faith, according to Mr. Hol- 
combe. One does not have to be a 
conceited ass to succeed but he must be 
solidly sure that he is going to suc- 
ceed. This confidence to be convincing 
should be spoken not in words but in 
action. 

On this foundation Mr. Holcombe 
built up the structure necessary for suc- 
cess in the field of life insurance. He 
emphasized the importance of using 
simple language in addressing a pros- 
pect, and of stressing not hearses and 
cemeteries, but good homes and a happy 
future. Put yourself in your prospect's 
shoes, and submit to him a plan which 


represents a service to his needs, and 
not your idea of what he ought to have 
Do not argue, rather illustrate, and 


above all be natural. 
Merits One's Best Talents 


“Life insurance is the best paid hard 
work in the world. It is easiest when 
you work hardest, and hardest when you 
work easiest,” said Mr. Holcombe. “Get 
wholeheartedly into the game. It 
merits your best and it will give to you 
largely if you give largely to it.” 

Mr. Holcombe emphasized again the 
idea that the agent is doing a man a 
favor when he solicits him for life in- 
surance. To illustrate this he said that 
if the agency manager handed an agent 
a matured policy check to deliver, the 
agent would approach the policy holder 
boldly, confident of the fact that he was 
conferring a favor upon him and sure 
of a warm reception. Yet it is not he 
who is conferring a favor, but the man 
who got that man to sign on the dotted 
line years before. 

Neglect of Old Policyholders 


In this connection Mr. Holcombe dis- 
cussed the reason for the common neg- 
lect of old policyholders. Often, he 
pointed out, it comes out, in paying a 
small policy, that the policy holder has 
$75,000 or $100,000 of insurance in other 
companies. This is not because he is 
dissatisfied with the treatment received 
from the first company in which he in- 
sured, but because the agent did not go 
back and give him a chance to take out 
more. The reason that agents neglect 
old policyholders is that they do not 
think that when they sold the original 
policies they did their clients a favor 
When you neglect an old policyholder 
you are making it easy for someone else 
to sell him, because the chances are 
that he is perfectly satisfied and willing 
to take more. 

Many Fall by the Wayside 


Mr. Holcombe spoke of the reason so 
many life agents leave the business 
every year. The life insurance business 
is the hardest business in the world be- 
cause sO many negatives are necessary 
for every positive. Many men are not 
able to stand the gaff. The value of! 
turndowns is overlooked by many, in 
Mr. Holcombe’s opinion. He illustrated 
by giving the case of one insurance man 
who wrote $50,000 insurance in succes- 
sive policies on a certain man attef 
three turndowns. 


Have a Plan for Each Day 


“The only way to combat the con 
stant attacks of the thieves of time.” Mr. 
Holcombe said in conclusion, “is [0 
have a plan for each day. The secret 
of such a plan as worked out by a man 
who only a few years ago was a failure 
in the business and who in 1925 wrote 
$11,000,000, is never to go to bed with- 
out a definite program of appointments 
for the next day. This obviates the 
danger of wasting time, and putting off 
calls from one day to the next. 

“The life insurance business is danger 
ous, but if you plan each day's work. 
and make that a habit, it will be just as 
easy as squandering time. There !s 1 
limit to the opportunities of the life 1- 
surance agent, in income to himselt and 
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you lived your full expectancy, would be want to ask you some- 


Elliott Hall Demonstrates How to 
Sell Monthly Income Insurance to the 
“Hard Boiled” Prospect “Not Interested” 


ELLIOTT HALL, general agent of 


the Penn Mutual at New York, 

“dotes” on tough prospects, and he 
volunteered to show the life underwrit- 
ers attending the southern Ohio sales 
congress his method of selling them. 
Teddy Goodwein of Dayton, O., volun- 
teered to be the prospect, and was asked 
to be an average man with an income of 
from $5,000 to $7,000 per year, and who 
would not consider buying life insurance. 
Mr. Hall explained that he would have 
secured some information about Mr. 
Goodwein before approaching him with 
the purpose of determining if he were 
able to buy. Having satisfied himself 
on this point, he was ready to proceed 
with the interview. He introduces him- 
self: 


Opening the Interview 
to Secure Audience 


“Mr. Goodwein, my name is Hall.” 

“Glad to know you, Mr. Hall.” 

“I am glad to hear that. 
will always feel that way. I 
you try and make it a point to 
some money every year?” 

“If I ever have any left.” 

“But you do try?” 

“Yes. But I never have saved yet.” _ 

“You never have saved anything? 
Well, assuming that I have an unusual 
proposition, a very unusual proposition, 
and you are the sole judge as to whether 
it is unusual and whether the institution 
is stable, could you save $9 a week with- 
out seriously disarranging your plans?” 

“Mr. Hali, what business are you rep- 
resenting ?” 

“Would that make any difference?” 

“Well, it depends upon how much 
time you are going to take.” 


Only Ten Minutes 
Asked at Start 


“T will take only ten minutes if you 
will allow me that.” 

“Well, I can give you that.” 

“If I say anything in ten minutes 


suppose 
save 


and 


you want more of my time, you can 
have it.” 
“Yes.” 


“Could you save $9 a week without 
disarranging your present plans?” 

“IT probably could.” 

“You tell me you are not saving any- 
thing now. Don’t you think every man 

should save?” 


Not Interested in Life 
Insurance Proposition 


“Yes. But then, why should I? I 
only have a wife. But, Mr. Hall, I pre- 
you are selling life insurance. I 
am not interested in that. You talk just 
like all the others.” 

“What makes you think I am not sell- 
ng groceries?” 

“Because you cannot save $9 a week 
on groceries.” 

“Suppose I could show you how you 


sume 


could save that, would you listen to 
me?” 
“Yes. ” 


“Suppose I tell you I have a plan that 
will provide groceries as long as your 
“Ve lives, would you be interested ?” 

es.’ 


“That is all I want to know, and I 
understand if my proposition is unusual 





| any 


tomed to making your own decisions 


I hope you | 


and will provide groceries for your wife 
and children you are interested. Have 
you children?” 

“No.” ; 

“Will you give me a piece of paper? 
(He notes the answers on the paper.) 
“If you had children, would you save 
anything for them?” 

“ a ” 


“You would save?” 
wi 
“Now, provided my proposition is un- 
usual and you decide it is, does it make 
any difference whether it is the ABC 
company, XYZ company, Morgan & Co., 
selling it or the U. S. government, as 
long as it is good? Does the name make 
difference?” 
“No.” 


“Mr. Goodwein, are you a man accus- 


5?” 


“T usually make them myself.” 


Tells What Monthly 
Deposit Will Do 


“Mr. Goodwein, for a deposit of $47.70 
a month the first year, reducing to $39 
a month the second year, and reducing 
each year thereafter, you can, if you 
measure up to our standards, secure a 
contract that will guarantee your wife 
a minimum income of $100 a month for 
life, plus excess interest earnings which 
amount to about $16 for the first 240 
months.” 

“I presume you are selling life insur- 


ance?” 


“That would make no difference?” 

“No.” 

“The reason I ask is that you told 
me it would make no difference. Do you 
know of any other proposition you could 
purchase on a basis of $9 a week that, 
after you die, would guarantee your wife 
$100 a month for life?” 

“No.” 

“Then, in that ‘particular, my 
sition is unusual?” 

“Yes.” (Makes note.) 


Would Guarantee Amount 
After Only One Deposit 


die any 


propo- 


“If you were to time after 


| making the first deposit, you don’t know 


| had only three minutes. 


| life, 


of any that would 


guarantee this, do you? 


“ 


other saving plan 


PL 


“If we do this, it is unusual?” 

“Yes. But that $9 a week—” 

“That is all right. You agreed to 
give me ten minutes and they are my 
ten minutes. You note your question 
down and I will answer it later. I have 
If you were to 
become incapacitated from any accident 
we would give you $100 a month for 
waive all future deposits, make 
them for you. At your death we would 
give your wife $100 and a minimum of 
$24,000 to her or to the children. Do 
you know of any other proposition that 
would do that?” 


besten Unusual Features 
of Insurance Proposition 
“Is that unusual?” 
“Yes.” (Makes note.) 


“Mr. Goodwein, the absolute maxi- 
mum you could pay for the contract, if 





$12,584.” 

“That is too much money.” 

“Over your whole lifetime?” 

“I could never see that. That 
much money for me to save?” 

“Do you think you will live to your 
full expectancy?” 

“T cannot tell.” 

“If you knew you were going to die 
the first year, would you save this?” 

“Yes.” 

“The second year?” 

"Te 

“The third year?” 

ae 


Would Give Wife Income 
on Such a Basis 


is too 


“If for $1,200 you can give your wife 
$100 a year for life, would you do that?” 
“Yes, but how about that $9? You 





J. ELLIOTT HALL 
Penn Mutual, New York 


told me you would show me how to 
save it?” 

“That is what I am doing. Do you 
think you in your old age could get 


along on less than $50 a month?” 


“Would you like to have to get along 
on that?” 

“No. 

“How would you like 
wife to do that?” 

“Tt could not be done.” 

“You have told me you 
saved anything.” 

“We people who live now never save 
anything.” 


On What Will He 
Live in Old Age? 


“You tell me you are not saving any- 
thing, but you tell me you cannot live 
on $50 a month. You tell me this is too 


you and your 


have never 


little. How are you going to have the 
money necessary, if you never save any- 
thing?” 


“I carry some insurance.” 

“Oh, then you are saving something. 
Now, Mr. Goodwein, we must have a 
definite understanding. I am not here 
to jolly you. You are either saving some- 
thing or not.” 

“I did not figure carrying insurance 
was a saving proposition.” 

“All right, you can save $9 a week?” 


| 
| 


“Wait, I 
| thing—” 

| Make Memorandum 
of Any Questions 


| “Make a memorandum and I will an- 
| swer it later. This income of $116 a 
month we pay your wife is equal to $2.54 
for each dollar a month you have de- 
posited. The disability income would 
be $2.54 for each dollar. Do you think 
that is t eect to 1?” 

oy es ” 

“If we do 
unusual?” 

“Ten.” 

“The absolute maximum you can pay 
is $42,584, while the absolute minimum 
we can pay is $27,870, plus $100 a month 
to your wife after 20 years, plus $100 a 
month if you become disabled.” 

“Would the wife have to wait 20 years 
to get that?” 


| Needs Wait Only 
Until He Is Dead 


“Oh, no. She only has to wait until 
you are dead, and you only have to wait 
until you become disabled. Do you know 
when that will be?” 


that, do you think it is 


“No.” 

“If you tell me, I will tell you when 
we can pay this.” 

“You would not write this if you 
knew! 

“Oh, no, and if you did, you would 
be in a hurry to make us write it. The 
absolute maximum you pay is $12,584, 
while the minimum we pay is $27,870 


Do you think that is unusual?” 
“Where do you get the $27,870?” 
“T will tell you later. Is it unusual?” 
“Yes.” (Makes note.) 


Points Out Very 
Unusual Features 


“Do you think this plan is unusual? 
The minimum you could pay us would 
be $572, which would mean you would 
die the first year and in that case we 
would pay your wife $47,021 if she lived 
all her expectancy. If you deposit $572 
this year and die after that and your 
wife lives, we would pay her $47,021.” 

“Ts $116 all she gets?” 

“I will take that up later. Make a 
memo of it. Do you think 6 percent 
compound interest is a good amount to 
make?” 

we te 

“Do you realize how long you would 
have to save this amount of $9 a week 


at 6 percent to save the amount we 
give you?” 

“Fifty years.” 

“No. Twenty-six and one-half years. 


If you did that you would have an estate 
that would pay your wife $100 a month 
with an ‘If’ in it. That is, within 5% 
years of your expectancy. You must 
save that amount of money through your 
lifetime, nearly. If you never miss a 


| deposit and if you make 6 percent com- 


pound interest and if you never become 
disabled and if you live 26% years and 
if in the end you have it invested at 
5 percent, then you will not have an 
income like we guarantee. Is that un- 
usual?” 

“You say $572. 
a year?” 


Insurance Only Method 
Which Will Remove “Ifs” 


“No. We are assuming you will die 
the first year. I would like to say if you 
never miss a deposit and if you make 
6 percent compound interest and if you 


Is it always that much 





are not incapacitated, and if you have it 
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invested at 5 percent, you will have an “Nine dollars.” once said it was very unusual. Did yoy 
income equal to what we pay and we “How much income would that give | mean that?” 

FOR LIFE will take out all the ‘Ifs.’ Is that un- | your wife?” “Yes. But I can change my mind, ] 
ith usual?” “Fifty-four cents a year.” can get that later?” 
bed “Yes. I have another question.” “If you knew you were going to be | “When?” 


THE PHILADELPHIA LIFE 


As we approach our 
20th Anniversary, it 
is interesting to note 
that Agency Contracts 
made in the early days 
of the Company are 
still in force and the 
agents holding them 
still producing a 
steady valume of 
business. 


If you are seeking a 
connection FOR LIFE 
where associations are 


happy. 
LET US KNOW 


AGENCY DEPARTMENT 
PHILADELPHIA LIFE INS. CO. 
1l1N.BroadSt. Phila., Pa 

















MR. AGENT 


Doyoucare for QUALITY? 
Age, Sound Experience, Low 
Cost, a Splendid Record for 
over 67 years? 


Then why not take 
a General Agency for 


THE ST.LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 


D. E. MacMILLAN, 
Supervisor of Agents, 
3640 Washington Ave., 
St. Louis, Mo. 


| dren $9,700 in cash. 








Supervisors Wanted 


The Bankers Life Insurance 
Company of Lincoln, Ne- 
braska, with over $110,000,000 
of business in force, writing 
participating and non-partici- 
pating policies at a very low 
net cost, has openings for two 
State Supervisors in Michi- 
gan and Illinois. 

This is a straight Home Office 
connection, with salary and ex- 
pense. A real opportunity for the 
right man experienced in life in- 
surance work and with real or- 
ganizing ability. For interview ad- 
dress, in confidence, The Bankers 
Life Insurance Company of Ne- 
braska, Lincoln, Nebraska. 








AT LIBERTY 
After April Ist 


A life insurance agent with several years’ 
experience as an organizer and developer of 
Wire ont tereMerz. good personal producer. 
il consider Florida all or part. 


Address R-50 
Care The National Cecieveier 





“Make a memorandum. It+«may be 
that 20 years from now—pardon me, I 


am two minutes over my time. Should I 
stop?” 

“No. I can give you a little more 
time.” 


“Then it is agreed that you tell me 
when to stop and I will go right on 
until then. 
to carry this contract for a period of 20 
years and then were to discover your 
children were grown up and you would 
not need that protection, how much do 
you suppose we will have charged you 
for that protection? All we will charge 
you is $10.54 a month. We will return 
every nickel in cash. All we will keep 
for this protection of $100 a month for 
your wife is $10.54. Is that unusual?” 

“Yes.” (Makes a note.) 


Eleven to One Is | 
Excellent Proposition 


“T wonder if you realize the protec- 
tion your wife has had has been $11.11 
for each dollar you have deposited. The 
income protection you have had has been 


$11.11. Do you think 11 to 1 is a good 
proposition?” 
ge 


“Don’t you think it is an unusual prop- 
osition?” 

“Very.” (Makes a note.) 

“The only other thing that can hap- 
pen is that you carry this to old age. 
There is nothing left to Mr. Goodwein 
at the age of 65 but a long beard. As 
you enter your old age, you want the 
maximum income you can get, and we 
would give you $84 a month for life. 
Is that unusual?” 

“At what age?” 

65.” 

“T won’t be here.” 


Other Features Embodied 
In the Insurance Contract 


“If you should live that long, you 
would get that. If your wife was still 
living, she would get $100 per month at 
your death, or we will give you and 
your wife $57 per month for life. If 
your children are still living we would 
give you an income of $38 and your wife 
the same, and at her death, your chil- 
In lieu of this you 
may have $9,700 if you choose.” 

“All at $9 a week?” 

“Yes. I want to ask you if any propo- 
sition can be matched with this one of 
mine which gives your wife $100 per 
month, ore you if disabled $100, then 
in your old age gives you $2 for $1, or 
if your children are alive, dollar for 
dollar for every one and then to your 
family $9,700 in cash. Is that an un- 
usual proposition.” 

“Very. I would like to ask you some 
questions. This looks too good to me.’ 

(Gentlemen, the hardest boiled indi- 
vidual will say to you, it is too good and 
they are afraid of it. If a man will listen 
to your story, if you only talk 20-year 
endowment, that will be his reaction. I 
was exactly 22 minutes getting him to 
say that.) 

“You had some question?” 


Could Draw Money 
Out of Bank 


“Yes. If I put that amount in bank I 
could get it out any time.” 

“If you put the $9 in bank for 26 
years you will have $24,000. If you put 
the $9 in bank today and die tomorrow, 
how much will your wife be able to draw 
out?” 

“If you were your wife, which would 
you rather have, $24,000 or $9?” 

“$24, 000. ” 

“If you were vour wife, which would 
you rather have after the first year?” 
“$24,000.” 

The. magus year?” 

“$24, 

“The third year?” 

“$24,000.” 

“If you put $9 in the bank today and 
became incapacitated from any illness, 














Mr. Goodwein, if you were | 


disabled, which would you rather have, 
54 cents or $1,200?” 

“$1,200.” 

“Does this answer your bank ques- 
tion?” 

“Yes. If this is such a good proposi- 
tion, why don’t more people buy it?” 

“Because they are all hard-headed indi- 
viduals and won’t give you a chance to 
tell your story. If the best banking 
house in this city put out this same 
proposition, do you believe people would 


“— you pay me $24,000 and I only put 
in $9 I cannot figure this out.’ 
“We don’t pay that to you; we pay 


it to your wife and children. We would 
not know your address.” 

“Where did you get the figure 
$27,870?” 


Can Extend Contract to 
Cover Other Contingencies 


“If you save $14 more a month, or 
$3.50 a week, we will do all this for your 
wife and children, pay it to your wife as 
long as she lives, and at her death give 
the same sum to the children, and at 
their death give the $27,000 to the heirs 
or charity. On the other hand, you can, 
in about 30 years, have the $27,000 your- 
self, at which time we will give you an 
income of $100 a month for life, $100 a 
month to your wife for life, then pass 
the $27,000 to the children.” 

“Suppose I cannot save that much 
money?” 

“What would happen if you did not 
put that amount in the bank?” 

“Tt would stop.” 

“That is what would happen with us.” 

“Suppose I carry this along for five 
or six years and lose my job?” 

“What would happen at the bank?” 

“The fund would stop.” 

“The same thing would happen with 
us. I want to know one thing: Would 
you be interested in something of this 
kind?” 

“Ves.” 

Interested in Seeing 

Actual Proposition 


“You told me, regardless of any other 
securities, you could save $9 a week. I 
want to find out if you are enough inter- 
ested in this proposition to see it in 
black and white?” 

“Ves,” 

“If you were going to sell this to me 
and do all these things that this institu- 
tion is going to do, would you want to 
agree to give it to any Tom, Dick and 
Harry?” 

“No. 

“IT cannot guarantee that I will ever 
get this in black and white, but I will 
try. Before I can bring this over and 
show you, it will be necessary for our 
man to come and check over your physi- 
cal condition. How about 10:30 in the 
morning?” 

“T cannot meet him then. 
you up.” 

Either Interested 
or He Is Not 


“Mr. Goodwein, you are either inter- 
ested or not. I want to ask this ques- 
tion. You told me in the beginning you 
were not saving anything. Don’t you 
think you ought to?” 

“Ves 

“You told me you could save $9? 

“Yes.” 

“T asked you: 
proposition, could you 
what did you say?” 

“T would listen to it?” 

“Did you not say you would save it?” 

“Yes. But I am not ready.” 

“T want to find out whether we have 
been playing with each other. I asked 
you if you would save $9 if I had an 
unusual proposition; what did you tell 
me?” 

“T could.” 

“— it unusual?” 
’ 


I will call 


” 


‘If I have an unusual 
save $9?’ and 


“I don’t know.” 

“I don’t know that you can get it at 
all. Are you willing to bet $5 that yoy 
can get it? I will bet you $5 you cannot 
get it. I don’t know. You never will 
know until we settle this bet. Are yoy 
willing to have our man come around 
in the morning at 9:30 to settle this?” 

e 


HATHAWAY DEFENDS 
THE RECORD STUNT 


(CONTINUED FROM PAGE 1) 
biggest and oldest life companies in the 
United States and of one of its biggest 
agencies I am not ashamed to refer to 
my position as a job. I am trying to 
make good at my job and I cannot do 
it by sitting down at my desk teaching 
my men that they are engaged in a pro- 
fession and have them sit down and wait 
for their clients to call on them. I be- 
lieve we should take advantage of every 
legitimate means to create business and 
to create an interest in the minds of 
the general public in our business. 


Advertising Value 


“T consider the little stunt that Mr, 
Drummond put on in East St. Louis 
worth more to us from a standpoint of 
advertising alone than we could have 
gained by the expenditure of thousands 
of dollars of advertising in the news- 
papers. If it takes a day or a month to 
prepare for a thing of this kind it has 
also taken an immense amount of en- 
thusiasm and hard work. The chair- 
warmers in this business should be 
ashamed to laugh at any man who can 
put over a thing of this kind. Person- 
ally I believe that Mr. Drummond in 
writing this business and getting it ex- 
amined all at the same time has made 
a record that will be mighty hard for 
anybody of any age to ever beat. I do 
not believe that it has lessened the re- 
spect of the people of East St. Louis for 
life insurance by any means but rather 
to the contrary. 

“In conclusion I will say that there 
are probably quite a number of men 
supposedly engaged in the life insurance 
business who will read this article (if 
you see fit to print it) indulge in a 
hearty laugh over the matter and then 
go in to hit the boss for an advance.” 


American Reserve Examined 


President Raymond F. Low of the 
American Reserve Life of Omaha daily 
expects a report of examination of that 
company by the Nebraska department 
and that this will 


show a capital ol 
$100,000 and $25,000 surplus. This com- 
pany was organized last year on the 


mutual plan and went on a stock basis 
at the end of 1925. This examination 
therefore was made as of Jan. 31. The 
American Reserve has already an 
agency force of about 65 men, about 
one third of these being full time men, 
and is making a drive tor “a million in 
March.” President Low’s former con- 
nection with a large brokerage house in 
Omaha with life insurance affiliations 
has been of great value to him in his 
underwriting duties with the company 
he now heads. 





New Directors Elected 


At the meeting of the directors of the 
Canada Life two new directors were 
elected, filling the vacancies caused by 
the recent deaths of Adam Brown oi 
Hamilton, Ont., and Robert Stuart of 
Chicago. The new directors are: Arthur 
V. Davis, president Aluminum Company 
of America, director of Mellon National 
Bank, director of the Union Trust Com- 
pany of Detroit, and director of the 
Bank of America, and John Stuart, 
president of Quaker Oats Company, di- 
rector Northern Trust Company, Chi- 
cago, and trustee of Princeton. Univer- 








how much could you draw out?” 





“You have said so seven times and 


sity. 






